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NATIONAL VOICE OF THE TRADE 


Kedetlés 
Start Life anew 


May (7! 


4-COLOR ADVERTISING PROGRAM* 
11Y% MILLION IMPRESSIONS! 


Let everybody know that YOUR 
STORE is headquarters for this 
lively parade of fashion. 

NOW make plans to display 
Kedettes, to advertise them. 
Your Kedettes Salesman will 
gladly arrange a meeting with 

your sales staff to tell all about 
the new line—its many en- 
ticing styles, its value-giving 
features. Newspaper mats 
and counter displays are 
ready and waiting, so you 
can put your 1948 Kedettes 
selling program over with 

a bang! 


Special Nole! This advance 


information is given to you 
so your advertising and dis- 
play personnel can make 


“Se pe 


THE WASHABLE CASUALS , RUBBER COMPANY 











Tandrite........ 


artistic skill and perfect fidelity the colors 
adopted by Fashion's Color Chart... just one 
point of pre-eminence in Tandrite Quality 


and Consistent Performance. 
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An Extension Sole Sling Back Suit Pump 
with cutout vamp laced samisole-wise. 












Done in calfskin with mid-high heel, and 
reflecting the softer more feminine trend 
of new season suitings. 


TANDRITE CALF, COLOR No. 572 











E. HUBSCHMAN & SONS, INC, 
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Nationally Advertised 
in 
Parents’ 
and 


Good 


Housekeeping 


use these SEALS — they sell! 


VITALITY, SHOE COMPANY, 








shoes for children 


Look at the facts! America’s birth rate jumped 50% in 1942. It 
kept on climbing until, last year, our nation’s birth rate reached the 
highest point ever recorded. More than 3,730,000 babies were 
born in 1947! 

Think what this means! More children “born to the Carriage 
Trade.”” Thousands born to parents alert to style, able to demand 
quality, and particular about fit. Is it any wonder then, that Vitality 
sales have increased notably? For quality—in a// respects—has 


made Vitality America’s outstanding Shoes for Children. 


Let Vitality TWICE-AS-SMART styles and MORE-FOR-THE- 
MONEY quality bring more of this increasing “Carriage Trade” 


to your store! 
Also Vitality Vitapoise Feature Shoes for Children, Priced According to Size 


Made ty America’s Largest Shoemakers 


DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 


Vol. CXXXII! No. 11, BOOT AND SHOE RECORDER, published semi-monthly by Chilton Company ‘inc.) Chestnut and 56th Sts., Philadelphia 39, Pa 
Entered as second class matter June 5, 1943, at the Post Office Philadelphia under Act of March 3, |879. Subscription price $3.00 per year. Printed in 


USA 


(Canadian rate $3.50 per year.) 
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FULL PAGE...FULL COLOR iii Se )=CMAY «(29th ISSUE 
















This is just 
one of many 
advertisements 
appearing in 


omens 


me of s pat 
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Be Sure 


Your Stock (Fagg ~~ —- PUT YOUR 
Complete 


sus | 5412 5472 Own Signature ON iT! 


6620 Make this your ad in your community. Use the free news- 
4404 paper mat service . . . radio spot announcements... 


er 6622 window displays, counter cards, mailing pieces and all 
‘ | 5247 the other selling helps that are available to you. Let men 
N : 





know where to buy these handsome, fine quality shoes. 





Build profit and prestige . . . write for full information on 
4204 the Special Tie-In Program for the H-R Sport Shoe Parade. 
5666 5755 
5463 6 HOLLAND - Kactue SHOES 
INCORPORATED 
1410 5659 HOLLAND, MICHIGAN 








to 
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Beautiful Leather 
Does Its Own Talking... 


TAN-ART 
SUEDE KID 





TAN-ART C€O., INC. G. LEVOR & CO., INC. GLOVERSVILLE, N. Y. 





How to Select the 


Correct Cement 


For Attaching Soles 
Like These* 


When Soling materials 
are to be adhered to a stitched on 
midsole of the same material 





Outsoles of synthetic Outsoles of natural 


rubber or crepe can be rubber .or crepe can be 


attached with Supergrip Sole united to midsoles of the same 


Attaching Cement to midsoles of the material with quick-acting and fast- 


same material. An easy spreading Supergrip drying Be Be Bond cements. The bond is com- 


cement for hand application to both units is ideal. pleted in the Goodyear Improved Sole Laying 


Attaching is completed with Goodyear Sole Machine Model F, fitted with the proper pads. 
Laying or Cement Sole Attaching equipment. 


FOR EITHER TYPE OF SOLING MATERIAL THERE’S A CORRECT CEMENT 


Your United representative can help you determine the cement you need 
Call the United Branch Office 


i 


SUPERGRIP and BE BE BOND 
Products of UNITED SHOE MACHINERY CORPORATION wrs’s 


B B Chemical Company 
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IN EXTRAORDINARY! 


@ It’s the little things that mark a product above the 
mediocre. In Walk-Over Shoes it’s the fashion finesse 
that goes into every design . . . the unvarying 

quality of the leathers . . . the precision-crafted 

lasts . . . the careful construction. Walk-Over’'s 

fetish for the fine-points of shoe-making pays 

off in the extraordinary customer loyalty 


Walk-Over dealers enjoy. 


Walk-Over prices from $13.95 


os Geo. E. Keith Company, Brockton 63, Mass. ¢ New York Sales Rooms, Marbridge Building—822 and 906 
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They just can’t take it! 


Genuine reptiles are usually bark- 
tanned and are quickly and perma- 
mently discolored by steam. 
De not atiempt ss steam-soften 
thermeplastic bex toes in rep- 
tile uppers. Get your Beckwith 
agent’s recommendation in 
advance of cutting uppers. 
Depending upen which prac- 
tlee your conditions best favor, 
he can either supply you an 2) 
dry heaters or arrange fer your 
temporary use of canned pre- 
pared solvent bex toes which 


require neo solvent wet- 


ting at pulling-ever. 
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HAS PRECISELY WHAT YOU NEED... 
FOR HOT WEATHER SALES 


= aes 


and the NEW MESH... 
meet the ever increasing demands to UP the ee 


: 9 J Vv = 
sales of Cool — Comfortable — women’s S ie eo 
warm-weather footwear — during a 
)! 
the hot months when ordinary. So-y 


a 
sales shrink. Both of-these Cambridge Hot 
—— 





Weather specialties Sell at a price 
that is right to meet the consum- 


er’s pocketbook today. 


/ | ESCAPADES 


Brilliantly colorful 
multi-color stripe 
upper of airy woven 






The NEW MESH 


Specially processed into one unit of durability 
with freedom from fraying — resistant to moisture 
—comfortable with or with- 


out stockings. With breathing 
air flow ventilation—highly 
| ae mW rl _ RUBBER COMPANY 


! weather shoes—both dressy 


on FUROT in Foot Fashion 


| cA MBRiIDG E MASSACHUSETTS 


fibre with mercer- 
ized cotton back for smooth 
and cool foot comfort. 
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more an 


fibre for the glamorous — stylish built-up heel. 


let us help you through your heel supplier-: 


* 
Reg. U.S. Pat. Off. 


GEORGE 0. JENKINS CO. 


BRIDGEW 
ATER MASSACHUSETTS 
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™ GOLD RUSH »& o 


Get your share of the tremendous consumer demand 


for GOLD by featuring these fashion-right, 
budget-wise WAYNE GOLDIES. 


1749—All Gold Elk — 

1743—White Elk & Gold 

1741—Black Suede & Gold 
$3.10 


1769—Alll Gold Elk 
$3.10 


1739—All Gold Elk 

1733—White Elk & Gold 

1731—Black Suede & Gold 
$3.10 


1759—All Gold Elk 1639—All Gold Elk 

1701—White Elk & Gold é $3 10° 

1702—Black Suede & Gold : 
$3.10 


5009—All Gold Elk 
$2.50 


ALL SHOES PICTURED ARE OF 
BETTER LINCOLN LEATHERS 
FEATURING LINCOLN GOLD 



















NOoOW’S 
THE TIME TO ACT! 


Write ... wire the W. L. Douglas Shoe 
Compony, Brockton, Mass., that you, 
too, want to see the finest Fall Line of 





.. 


- 
/ . 


SHOE CO.,BROCKTON 15, MASS. 


Douglas Shoes ever made! Do it today! 





ah ies 





W. L. DOUGLAS 


New York Offices, 508-510 Marbridge Building, New York 1, N. Y. 
West Coast Offices, 401-402 Haas Building, Los Angeles 14, Calif. 


They had to be good to be leaders since 1876 








ir ju NEED... Douglas WAS...RIGHT NOW 









Here's why this new improved line of Douglas Shoes will 
increase unit sales, build store traffic and speed turnower: 





@ Every pair shows the results of new, improved Quality 
Control! 


@ Every shoe popularly priced to give you 
adequate mark-up ... assurance of profit! 


® Douglas Shoes are nationally adver- 
tised .. .aggressively merchendised! 
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Frozen In lee — But Celastic Stands The Test 





J Here’s a shoe with a Celastic box toe that was imbedded 
~ 


in a cake of ice for 64 hours. When it was removed the toe 
still maintained its lasted contours .. . further evidence of 
the support and durability which Celastic gives the toe of the 


shoe in wear. 


MATCHED PAIRS... trim on the foot — true to the last 
Re am te 


Uniteo SHoE Macninery CorPORATION - BOSTON, MASSACHUSETT! 


*CELASTIC” is a registered trade-mark of the Celestic Corporation 





VINYL MATERIALS made from 
MARVINOL RESINS 


offer these unique advantages 


UILD sales . . . assure customer satisfaction . .. by 
specifving materials made from Marvinol. the improved 
vinyl resin. Marvinol offers these advantages over other resins: 


More sales appeal! 


Smart accessories made with Marvinol can be obtained in a 
variety of brilliant hues, pastels, opaques ...eve-catchers that 
are color-fast, odorless, smoother to the touch. Products made 
from Marvinol are more stable, offer greater resistance to heat 
and light. They're tougher. longer-lasting, flexible, will out- 
wear leather many times. No warping, cracking, shrinkage or 
scuffing. They're waterproof, greaseproof, unaffected by 
perspiration, 

Easy to work! 
Moreover. Marvinol-based plastics are easy to work with. readily 
adaptable to fast production. They can be machined, cut, stitehed, punched, 
cemented and polished. Marvinol resins are backed by years of intensive research, 
produced in the world’s most modern chemical plant. Production quantities are 
now available to plastic processors. The Glenn L. Martin Company, maker of 
Marvinol, does not compound or fabricate in the plastic field: but we will be 
glad to supply you with a list of companies now processing Marvinol resins. 
Write on vour company letterhead to: Chemicals Division, The Glenn L. 


Martin Company, Baltimore 3, Maryland. 


Wn Mf ° 2 


RESINS, PLASTICIZERS AND STABILIZERS PRODUCED BY THE CHEMICALS DIVISION OF 
THE GLENN L. MARTIN COMPANY + AN INTERNATIONAL INSTITUTION 
“BETTER PRODUCTS, GREATER PROGRESS, ARE MADE BY MARTIN.” 


f the 
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Coetan Calf 


is the leather that sells your shoes 

























because it radiates good taste 


The warm gleam of unglazed Cretan Calf suggests 
quality to all who gaze on this beautiful vegetable 
tannage. The rich, deep color and the clean pinking 
and punching lend additional beauty. That is 

why this aristocrat of leathers significs good 

taste to every prospective shoe buyer. 


Morcover, Cretan Calf, like all the famous 
Gallun vegetable tannages, is imbued with a velvety 


Buyer resistance weakens when you show Gallun 
vegetable tannages. And every sale means a satisfied 
customer — builds a profitable repeat business. 

So check the Gallun numbers in your orders to 
leading manufacturers. A. F. Gallun and Sons, 
Corporation, Tanners, Milwaukee, Wisconsin 
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softness — a softness that endures throughout the life 
of the shoe, despite repeated wettings and dryings. Thus, 
heart-warming comfort gocs hand in hand with style. 


’ a 1-50 
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4 
Lets This Fiddle Shank is designed to provide maximum 
strength consistent with the style of the shoe. The 


Look Closely broad heel part of the fiddle design provides lateral 
stability and the narrow waist is ribbed for full 
ata support through the arch. The toe part is flattened 


»= 7a to eliminate excessive thickness at the ball line. 
ell-fitted 
U To maintain accuracy of curve and fit, the Vita- 


Tempering process imparts the structural strength and 











rigidity necessary for the proper support of a shoe. 





UNITED SHOE MACHINERY CORPORATION (V4) 


BOSTON, MASSACHUSETTS 
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big steps forward 


when you count on 





CONTRO 


For shoe fashions with lasting fit—more and more 
customers are counting on Contro. For Contro is the quality elastic 
backing—its stretch and strength guarded by vitalin—the 
magic rubber vitamin. It keeps smart fashions looking 
smart longer. It brings smart women back oftener—for more 


shoes made with Contro. Specify Contro! 


Firestone Conti 


the quality elastic backing 


U. S. PAT. OFF. 
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$7.50 TO $8.95 
RETAIL 





PRICED for the volume market 
. styled with the good looks the vol- 
ume market wants . . . quality-made to 
offer high value that the volume market 
demands . . . Air Tred shoes are strong 


sellers all the time, all over the country. 


AIR TRED SHOE CORP., AUBURN, MAINE 


r May 1, 1948 














Aolywed op tn eho0ses Damnscerrs 


Accenting the Hollywood flair in colorful footwear that millions 

of women and girls all over America follow, this full-page, 4 color ad will appear 
x in the May issue of Mademoiselle and Seventeen. 

Tie in .. . Cash in! 
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MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawoka, Indiana 
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No. 6357 on the Cree Last. In Stock 


NATIONALLY ADVERTISED 


ob rules for getting those Do-or-Die Customers 


(The ones who'd never buy any place but in your store!) 


RULE 1: Offer ‘em a better calue! 
RULE 2: Offer ‘em a better calue! 
RULE 3: Offer ‘em a better calue! 


Every smart shoe man knows that there is only one golden 
rule for hanging on to a customer. And that’s give him a 
better value. A better value in fit, comfort, and in just cold 
cash. So when you take on a branded line, choose a brand 
that’s a better value ... priced at what it is worth —not at 
what it could bring. 

That’s the exciting feature about the Ward Hill line. It’s 
the best shoe value in the country. 

But just don’t take our word that it’s a better value. We'd 
like you to see for yourself. We'd like you to finger the 
leather in our uppers. And feel the measured weight of our 
innersoles. And while you're at it, we’d like you to take a look 
at the Ward Hill terrific 3-way sales plan: Powerful national 
advertising (as much or more than many leading brands). 
Plus a consumer education program. Plus a heap of good 
sound merchandising helps for you at point of sale. 

And that’s not all. Ward Hill has a well-balanced In-Stock 
Department to serve you... not just a few specialties. (Our 
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dealers tell us our service is fast!) 

And speaking of numbers. Although we've promoted Ward 
Hill for just a few months now, we can boast of hundreds of 
smart, satisfied dealers. Why don’t you take a look at this new, 
better value brand before you decide which brand to take on. 
Write for our In-Stock Catalogue to Knipe Bros., Inc., Ward 
Hill, Mass., for over 60 years famous for fine shoes for men. 





Value 


4 Baier -+» AT A MODERATE PRICE 


KNIPE BROS., INC. WARD HILL, MASS. 


21 
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are proud to use 


an Evans Quality Leather 


Congratulations to Town and Country Shoes for 
their new policy of giving the purchaser the name of 


the leather from which the shoes are made. 


These smart summer shoes of handsome, supple, 
washable white Brogandi carry this label 


as an assurance of superior quality. 


May 1, 1948 








shoes SL easier 


with soles by Kajah 





“Sell” is the pay-off word with retailers. 
So it’s not surprising that they prefer 
shoes with authentically-styled Rajah 
Soles. And it’s not surprising that the 
makers of fine shoes have chosen Rajah 
Soles as selling partners. They add color 
and the assurance of super comfort and 
money-saving wear. But, more than that, 
the name Rajah itself is a selling word. 
It brings shoe salesman and shoe cus- 
tomer together in the confidence both 





have in a great name. 


AS ADVERTISED IN 


kajah SOLES 


w.S. Par, OFF, Founded 1837 





MOLDED...HALITE...CREPE 
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IN SHOES 
FOR ALL THE 
FAMILY IT'S 


Sundial Shoes . . . products of the 
Intemational Shoe Company. . . 
give the public their greatest value 
for the money, at a moderate price. 
It's a complete family line for men, 
women and children, effectively 
merchandised under a single brand 
name ... Sundial . .. and backed 
by exciting and colorful advertising. 


e 
Sundial EASTERN DIVISION 
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International Shoe Company 


Manchester 


New Hampshire 


oc 
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E L. 4 (elk-finished cowhide ) 


Not only Ayers Shoe Corp., but many manufacturers of toddlers’ 
shoes use Colonial Elk because they know how valuable its 
features are in producing a quality line. Colonial Elk is soft but 
firm, standing up well under consistently hard wear. Colonial Elk 
is economical, too . . . it is uniform in thickness to eliminate cutting 
waste ... making it the preferred leather for many types of shoes. 


COLONIAL TANNING COMPANY, Inc. 
BOSTON 11, MASSACHUSETTS 
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aly Inffa-Chem wow gives you all this! 


iT Complete 


Py Sun Protection 

Infra-Chem 
CLEAR stops those burning, 
fading ultraviolet rays like a 
brick wall! Proved by labora- 
tory and store tests! 


; 


* 


test — 


"4 Compietely 
‘| Trensporent 
= Yes, like clear glass! 
All visible light goes through 
Infra-Chem CLEAR. Shoppers 
see each tiny detail of your dis- 
play. 








re Completely 
Colorless 


To shoppers’ eyes, 
there's no distortion! Your dis- 
plays show in true natural col- 
ors! Infra-Chem CLEAR is 
invisibly chemicalized! 


Guaranteed 
AY 5-Ways 
Every Infra-Chem 
CLEAR shade carries a written 
guarantee for sun-protection, 
visibility, quality, wearability, 
and performance! 








EXCLUSIVE with 
Transparent Shade Co. 


Infra-Chem is our exclusive, 
secret, patented process — ap- 
plied in our own factory by 
special machinery and techni- 
cal engineers. Don’t be misled 
by imitations! No other com- 
pany can offer you Infra-Chem! 


* Invisible to shoppers, a vi 
bluish sheen from deflect 


violet rays ts Weiae when aa 


edgewise. 
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FREE BOOKLET 
& ESTIMATE — 














*No 
distortion 
loy Our displays YS 





Never before such 
“Sun Protection plus Visibility” 


IMAGINE the extra profits this amazing NEW shade 
will give you! Forget sunburn losses — and pocket the 
big savings! Display your goods in their true natural 
colors — and sell far more! Economical, long-wearing, 
too — Infra-Chem CLEAR is truly a display miracle! 
Discovered and perfected after 7 years patient research, 
our exclusive Infra-Chem CLEAR is now ready for your 
windows! Mail the coupon or write 
today for all the sensational story! 


| [RANSPARENT SHADE CO. 
LOS ANGELES, CALIFORNIA 
REPRESENTATIVES: 


CHOICE TERRITORIES NOW OPEN. PLEASE 
WRITE FULL PARTICULARS IN FIRST LETTER 


Sramapazens Ghote Co. Gon, 0088, Som. 38 TS$-21 
enange em leew See sp 5-200 














Yes, send me immedictely itheetrated brochure and al! details on 
new Infro- om CLEAR ° ‘Sun Protection plus Visibility.” (For free 
estimate, please enclose rough sketch and dimensions of your dis- 
play windows.) 

NAME a POSITION 

STORE NAME id 
STREET CciTy STATE 


7 
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éy J. P. SMITH SHOE COMPANY 





THE OHIO LEATHER COMPANY, ciraro, onto 
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They're NEW. They're SMART. They're CLOSED 
TOE-CLOSED BACK. And most important, they 
have the look of sellers! As these high style shoes 
testify, there’s always a “new look” in United Last 
thinking and creating that can be put to good 
advantage by fashion-minded manufacturers. 


Ask your United Last representative. 


UNITED LAST COMPANY, BOSTON, MASSACHUSETTS 











a 





Miller adjustable pack flat tree 


Plant this TREE in the 


minds of your customers! 


Once you've sold shoes to the customer, you've got fertile soil 
for a sale of shoe trees — and an additional profit! Just tell him (or her) that 
Miller trees help shoes maintain that “new look” far longer . . . are easily 
adjusted for both length and width ... and one tree size accommodates 
several shoe sizes and widths. Millers are designed to allow for metatarsal pads, 
and foreparts are modeled like a shoe last. For extra profit possibilities 


get the facts on how money grows on Miller trees. . . today! 


O. A. Miller Treeing Machine Company 


PLYMOUTH, NEW HAMPSHIRE 


Branch of United Shoe Machinery Corporation 
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ned never oul of the money, 


Oman Das In this race for the all-mighty consumer 
dollar, consider the favorable odds offered 
your advertising by Woman's Day. 
Here's a purse of $11,637,000,000 . . . the 1948 
spendable income of our stable of more than 
3,000,000 housewives and mothers . . . almost twelve 
billions destined to be won by advertisers who 
place their copy in the book that 
caters to the needs of the 11,400,000 


members of our collective family. 


$ 229,000,000 for Shoes and Other Footwear 
$1,258,000,000 for Clothing and Accessories 
$ 114,000,000 for Jewelry and Watches 

$ 188,000,000 for Personal Care 
$1,459,000,000 for Household Operations 


To wir. a place in this show, bet your advertising 
dollars on the lowest page rate per thousand of any 
women’s service magazine; on the greatest single copy 

sale of any magazine in existence; on the greatest 
percentage of housewives and mothers of any women's 
service magazine; on an editorial technique so vital 
that it has pulled (without advertising 





inducement) more than 600,000 reader 


e letters and more than 700,000 requests 
for instructions in a single year. 


for a twenty-cent item produced 320,506 
reader requests and nearly two tons of dimes 
from the 3,000,000 readers of Woman’s Day. 


court women who count pennies 


because buying is a woman’s business 


a Woma n’s D ay is never done / 
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IMPORTANT FOOTNOTE 





Glamour’s girls-with-jobs know the importance 
of looking tops from top to shoe tip! That’s why they spend a total of 
$31,630,500 a year to buy MORE shoes and BETTER shoes... 

$22,049,500 for daytime shoes 

$3,217,500 for evening shoes 

$4,675,000 for play shoes 

$1,688,500 for lounging shoes 

August and September issues of Glamour will feature 
latest news on fall and winter shoe fashions ...this means 


powerful editorial backing for shoe fashions advertised in Glamour! 





Sell in the magazine that helps you sell... 
to 550,000 girls* who buy the shoes they see in 


the magazine for the girl-with-a-job 


Average weekly income of Glamour Readers is: 
$83.87 —all readers 


$48.82 —single readers 
$118.37 —married readers 





*current circulation —over 3,000,000 home readership 


© 1948 THE CONDE NAST PUBLICATIONS INC 
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BONUS for the BOSS 


From Employees and Customers 


Unique, years-ahead features of beau- 
tifully styled Gemco “Packaged” 
Air Conditioners keep air so Cool, 
Clean, and Comfortable that Employ- 
ees and Customers return the 
modest cost in more and better 
work... and patronage! 


























SA 1R- CONDITIONING 5S 


GENERAL ENGINEERING & 
MANUFACTURING CO. 
4417 Oleatha Ave St. Louis 16, Mo 


Precision Manufacturers for 31 Years 
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LESS WEIGHT—Easy instal- 
lation. Strong aluminum alloy 
2-stage compressor helps save 
450 pounds. 


LESS WATER—Saves up to 
50°. Gemeco can be installed 
where water is warm, scarce, or 
expensive. 


LESS NOISE—No knocking 
or pounding. Gemco compresses 
refrigerant not once, but twice, 
in two easy stages. 


LESS UPKEEP— Motor cooled 
with refrigerant (a Gemco ex- 
clusive) lasts longer. 


MORE PROFIT—No hot 
weather slumps. Gemco gives 
work-and-sales-stimulating 
climate when it’s sweltering 
out-of-doors. 


NO VIBRATION! —Try this 
5¢ Test: Balance a nickel on 
edge of a Gemco compressor. 
Start and stop the motor. The 
coin stands ...no vibration to 
run up service costs and wear out 
machinery. Visit your Gemco 
dealer. Make the 5¢ Vibration 
Test yourself. Then get a free 
estimate on Gemco Air Condi- 
tioning for your plant, shop or 
offices. Don’t wait! This is the 
installing season! 





ee ere rr er rere 


Gemco’s Perfect 
Summer Climate 


BUILDS STORE 





TRAFFIC... SELLS 
MORE SHOES 








Comfortable employees 
are better salesmen. 
Comfortable customers 
are easier to please. 


They buy more. 


In fact, you will find thot 
Gemco Air Conditioning ac- 
tually pays for itself in extra 
profits...in amazingly 


short time! 





FILL IN, MAIL 





To. Gemco, 4417-G Oleatha Ave. 
St. Louis 16, Mo. 


Please send, free 
© Gemco Air Conditioner folder 
© Miracula Heat Pump folder 
Name _ 
Address 
— EE State 


Firm Name 





COUPON NOW 
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ATTENTION PLEASE + TO THIS SUPERB 
NEW LINE OF SATIN and LEATHER SLIPPERS 


Baran again leads the way. This new line of scuffs and 
d’Orsays are as fastidiously fashioned and finished as 
custom made dress shoes. 


208 Satin embroidered scuff + satin lined + embroidered with 
motifs in contrasting color, outlined in gold thread + gold 
beaded + simulated precious stones. Comes in varied, 
artistic designs + leather sole. 

253 Satin d'Orsay * satin lined * close fitting, double-stitched 
heel * open toe * leather sole. 


801 Smart leather scuff + leather lined + exceptionally fine 
quality * leather sole. 


251 (not illustrated) same style as #301 in all-over satin 
satin lined + leather sole. 


PRICED FROM 2.10 to 3.25 


For details concerning a Serane Franchise in your city write to 
DIANAFIX CORPORATION - 190 WEST 237TH STREET - NEW YORK 63, N. Y. 
PARIS, FRANCE 7 RUE — *Reg. U.S. Pat. Of. 
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Mosr every business man subscribes to one 
or more financial and business services, or “dope” 


sheets. 


He reads the other fellow’s ready-made opinion 
in the morning and that becomes his own line of 
thinking — and argument — for the rest of the 
week. 

Isn't there a danger that we are becoming a 
nation of economic ROBOTS — a natural conse- 
quence of our terrifically complicated scheme of 
things? 

Industrial neurasthenia is our national ailment 


these days. 


If Business would stop feeling its own pulse and 
begin feeling the pulse of Mr. and Mrs. John Q. 
Public, we'd all be a heap sight better off. 


EUs (ben 
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The Carriage Trade 


WEARS JUMPING-JACKS 
TO ALL SOCIAL FUNCTIONS 

















DEAL JUMPING-JACKS 
FOR A FULL HOUSE 


Always a full house at the Jumping-Jack dealer. 
Jumping-Jack customers come back, and what's 
more, they bring friends with them. The exclusive, 
patented, Jumping-Jack one-piece sole starts 
little feet right and keeps them right. For all 
children from 6 months to 4 years of age. 


Zatt em——e7na baron 
gOFT Sines FOR HARD WEAR 


PREVENTS FRICTION + RETAINS SHAPE BUILDS CONFIDENCE FOR “FIRST STEPS” 


Number one (left) Potented Jumping - Jocks 

~ shows cromped foot help prevent ankles from 

f ond friction due to turning ossure more 
improper balonce heolthful wolking from 
Number two (right) the stort. Extro sotis 
shows foot freedom, faction assured by sv 
ond equo! distribu perior craftsmanship 
tion of weight ond moterals 


VAISEY-BRISTOL SHOE COMPANY, INC 








% Invisible extra width across the 
ball of the foot 


The Bates comfort idea is steadily and 
dramatically brought home to your custom- 
ers in one of the most successful shoe promo- 
tion campaigns going. 

Continuous national advertising, displays 
that are ‘‘stop’’ signs in your window, tune- 
ful radio spots, a full line of hard-hitting liter- 
ature, newspaper mats and other dealer helps 
— all go to complete a well-rounded, profit- 
filled merchandising package. 


Then, there's your best sales factor of all — 
Bates shoes themselves. Styled to today's 
tastes, accenting quality in every detail, and 
with an extra measure of comfort, Bates 
Originals live up to their promotion all the 
way — and pay a handsome return in easier, 
more profitable selling. Made in Webster, 
Massachusetts, since 1885 by Bates Shoe Company. 
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| Waar On 
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“SLIPPER-FREE 
WHERE YOUR 
FOOT BENDS” * 


* Copyright, 1948—Bates Shoe Company, Webster, Mass. 
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Ask for No. 418 Hand Woven 
with protective mudguard. 
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by EUGENE J. HARDY 





Stabilization of both prices and production in the leather and 
shoe industries is forecast by the Department of Commerce. Preliminary 
production figures for March indicate output only slightly higher than 
the 40, 229,000 pairs turned out during February. _Hide and skin prices 
are expected to continue firm. Work stoppages in the packing plants 
and the passage of the European Recovery Program have been strong 
stabilizing factors. Hide and skin production is expected to continue 
its downward trend. Cattlehide production in 1948 is expected to be 
15 percent this year below 1947. Calf and sheepskin output will also 
be lower. Leather production during the first quarter of 1948 was 10 
percent below output for the similar period last year. 

While spot speculation may drive prices up for temporary periods, 
Commerce officials point out that the drop in production all along the 
line should prevent any sustained increases in price. 

No marked increase in shoe production is expected until retail 
sales attain higher levels than were reported during the first quarter 
of the year. 

Manufacturers report that retailers are very price conscious and 
that the bulk of new business indicates very definitely the downgrading 
that has been going on in the retail trade. New orders placed with ; 
manufacturers during March and early April dropped considerably. Pro- 
ducers were continuing to gage their operations by the volume of new 
business on hand and in sight because they realize the dangers of accumu- 
lating inventories anywhere along the line. 

Commerce reports that wholesalers continue to benefit fromthe 
uncertain conditions which prevail, with some retailers preferring to 
place small orders with this branch instead of a larger volume with the 
manufacturers. Wholesale trade for February was almost 4 percent greater 
than in the previous month and 24% percent higher than a year ago. Stocks 
in the hands of wholesalers have declined and in February were almost 8 
percent smaller than in the previous month and 6 percent lower than a year 
ago. 
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Chain outlets are reported as having been more successful in their 
efforts to maintain sales. Sales by independent shoe stores were 13.7 
percent smaller in February than in January and 5.7 percent less than a 
year ago. February chain store sales declined by 4.4 percent from Jan- 
uary but were 7.5 percent higher than a4 year ago. 

Preliminary data from department stores indicates a further in- 
crease in the sales of basement departments while those upstairs de- 
clined during February. 














oleate: Ot pa Ae aa ae 0 


es 


7 * *x « « 


Shoe manufacturing is one of the most important consumer-goods 
industries in the state of Sao Paulo, Brazil, according to a report 
[Turn to Page 104, Please] 
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Had To Jump 
MONTHS AHEAD 
With - - = 


7 «ene 


We had scheduled this husky for fall. 
But every retailer who saw Skibo 
was quick to sense a sure-fire hit, 
and wanted it right away! So we’ve 
put it in for June delivery. Get 
your order in right away and get 
set for the big jump in Skibos. And 
write for new catalog showing 
Spring and Summer lines for 
immediate delivery. Freeman Shoe 
Corporation, Beloit, Wisconsin. 





















The Skibo in Dark Bermuda Brown 
and Rawhide Natural. B-C-D to 12 
to retail at $10.95. 


Js a FREEMAN shoe 


order May 1, 1948 39 
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Shoemakers Since 1874 
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W: THOUGHT you might be 
interested in a sketchy report of the 
Vienna Spring Fair, which we have 
received from one of our corres- 
pondents. 


“In this Spring Fair, inland busi- 
ness is predominant. The Austrian 
producer has again discovered the 
Austrian consumer and tries to meet 
his wishes. With regard to shoes, 
the Fair shows again an overwhelm- 
ing profusion of models in all styles 





—and with the most extravagant 
variations of bottom parts. The sen- 
sation of this Fair was the shoe built 
from light metal, with replaceable 
uppers, bottom and heel. The in- 
ventor is a young engineer who, as a 
prisoner of war, hit upon the idea 
that one might use light metal for 
making shoes. Since it was difficult 
to carry out the idea in Austria, pro- 
duction was started in other coun- 
tries—Britain, Italy, Hungary and 
Australia. While the effects of this 
invention cannot be foreseen yet, it 
is obvious that though it may influ- 
ence some Summer models, it will 
never replace the leather shoe.’ 
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Josern HART, shoe buyer at 
Gorton’s, Elmira, New York, says: 

“One of the biggest problems of 
shoe retailing today is getting deliv- 
eries when you want them — not a 
few days or a few weeks after the 
need has passed. Manufacturers real- 
ize that conditions have changed 
since the war and most of them man- 
age to ship orders on schedule. It is 
the exceptions to the rule which 
cause the trouble. Retailers want im- 
proved turnover and customers im- 
proved service. 

“Still, I doubt that we shall ever 
get back to prewar practices and 
conditions. In fact, we don’t want 
to. Shoe stores can operate with 
fewer styles and sizes than they car- 
ried years ago. This doesn’t mean 





that we should try to carry skeleton 
stocks (as during the war) but that 
we shouldn’t try to carry everything 
that a customer might have a whim 
for. At times it seems that customers 
expect you to carry every style, color 
and size. 

“I am a strong believer in the 
value of nationally advertised shoes 
but there is one aspect to the situa- 


tion which should be watched. Manu- 


facturers of branded lines often 
reason that if they can get Customers 
to ask for the shoes, retailers will 
stock them, but the trouble is that 
very often not enough customers 
want many of the extreme styles tc 
warrant carrying them.” 


D, VID EVINS, designer and man- 
ufacturer of high style shoes in New 
York, says: 

“Women’s shoes for the coming 


hy 
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Fall season will be simple in line and 
feeling. Interest today is in the wood 
and the silhouette, noz in the decora- 
tion. Style is in the last with its ta- 
pered toe, in the sole with thin or 
beaded edge and in the dainty decor. 
Delicate straps, ankle interest, but- 
tons are all important in the current 
styles and straps are going to be ‘a 
very big thing’ in Fall styling, as will 
pointed toe lasts.” 
> * x 


Dna. PARK J. EWERT, head of 
General Business, College of Com- 
merce, University of Southern Cali- 
fornia, told a group of shoe men: 
“There is a challenge to sales man- 
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agement in 1948, as this is a period 
of transition from a seller’s to a buy- 
er’s market. If private enterprise is 
to solve the problems of high peaks 
and busts of the business cycle, much 
more attention must be given by 
sales management in order to stabilize 
conditions. Sales forecasting has been 
sneered at but many concerns are 
forecasting their business within five 
percent of their projected sales. There 
is a definite significance in the com- 
modity price break. Indications are 
that prices will not go up but may 
slip side-wise or go down a little. 








Most sales executives are figuring on a 


rise in sales for this year. The real 
problem is what’s ahead for the pres- 
ent business cycle. Let’s whip the 
business cycle in 1948 by paying 
much closer attention to the prob- 
lems of sales management.” 

bag + oS 


Gerorcr L. SMITH, president of 
G. R. Kinney Co., Inc., in his annual 
report to the Company’s stockholders, 
said in part: 

“A sustained high level of national 
income is anticipated for the near fu- 
ture with a good demand for shoes in 
the popular-priced field in which the 
company operates. The sharp break 
of grain prices in February of this 
year was accompanied by a decline in 
hide prices which are now at about 
the level of a year ago. This recent 
decline has had very little effect on 
factory shoe prices to date. However, 
if the price of raw materials stabilizes 
around the current level and the cost 
of labor does not increase, lower 
prices for shoes are to be expected. 
While this will result in some inven- 
tory devaluation, it is in many re- 
spects a welcome development for the 
industry, and should ultimately tend 
to stimulate per capita shoe consump- 
tion which, despite the high national 
income, fell below prewar levels in 
1947.” 


co * 


Grace POWELL, well-known 
designer of women’s shoes, says: 
“We are in a make-believe era in 
style. Women’s clothes are Victorian 
and romantic. Clothes like these 
create a mood. They make a woman 
feel lady-like and fragile — a differ- 
ent person from the woman of two 
or three years ago, with her very 
shori, slim skirts and her tailored 


suits. Shoes create this same new 
mood when they are handled lightly 
and delicately — with imagination. 

“In the next five years, we are 
going to see a change in shoes and 
we are going to do things we thought 
impossible. There is so much to be 
done, but it will have to be brought 
about slowly. For one thing, shoes 
can be much softer than ever before. 
Most women pick up a shoe to feel 
it. It is the same instinct that makes 
them want to handle fabrics. This 
Fall, when textures will be so im- 
portant in clothing — broadcloth, 
duvetyn, satin and taffeta — they 
will be more conscious than ever of 
how things feel in the hand. 

“If shoes cannot always be very 
soft, they can at least look soft. As 
to designs for Fall, they will be new 
and different. Without being over- 
dramatic or going to extremes, they 
will be full of imagination. It is this 
same imagination that we must 
stimulate in the woman who buys 


the shoes.” 


Pup SHERIDAN, manager of 
the women’s shoe department at 
Gladding’s, Inc., Providence, R. L., 
says: 
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“Department displays are one of 
the valuable aids in improving the 
physical appearance of the store and 
helping to clinch sales. We keep these 
displays small, scattered throughout 
the department, and showing various 
types of footwear. We keep them 
new and use them to a large degree 
to feature style factors. They make 
the department, and showing various 
establish it as a style leader in foot- 
wear. If a woman comes in here 
twice in one week, she sees new dis- 
plays, new shoes, different styles. If 
a woman has an idea of buying a new 
pair of shoes but is uncertain as to 
what she wants, these small displays 
have proved very helpful in clinch- 
ing these sales. They help the average 
woman to decide just what she wants. 

“These display units help our 
salesmen because they can show a 
number of different styles and types 
and immediately get an idea as to 
what the woman likes or doesn’t like. 
If our salesmen are all busy for a few 
minutes, these displays provide in- 
terest while the customer is waiting 
to be fitted; and in these few min- 
utes, many a customer gets a very 
definite idea as to just what she 
wants. It saves the customer’s time 
and the salesman’s time too.” 
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“Any fool can sell the women small, pinchy, uncomfortable shoes—but 
try and sell them their correct size!!” 
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View of Chicago's lake front, along Michigan Avenue. At the left, foreground, is the 
Hotel Stevens, one of the four hotels which housed exhibits at the Shoe Fair. 


Fall Price Trend Slightly Lower 


Retailers Converge on Chicago Eager to Study Advance Style 


Trends at First Springtime Fair Held in Windy City 
Hartley Talks on Labor Problems. 


Cuicaco—The first Springtime Shoe Fair to be held in 
Chicago opened Monday of this week in four Loop hotels, 
with early indications pointing to a big attendance of 
retailers whose interest is focused primarily on the new 
styles being shown by nearly 600 manufacturers and on 
prices asked for Fall shoes. An initial survey of early 
arrivals showed prices generally holding firm, the recent 
spurt in retail business plus developments in the economic 
picture having convinced many factors in the industry 
that the decline in commodity markets has run its course. 
Minor price concessions have been made on many of the 
Fall lines, however, indicating a slightly lower retail level 
on Fall shoes. 

This week’s show is the second National Shoe Fair to be 
held in the Spring under the joint auspices of the national 
associations of shoe manufacturers and shoe retailers. The 
first was held a year ago in New York, and while it 


attracted large numbers of retailers and buyers the 
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analysis of attendance showed a preponderance from the 
East. For that reason, it was the opinion of a majority of 
the exhibitors expressed in a referendum poll that this 
year’s Spring showing should be held in Chicago, which 
experience covering many years of Fall shoe gatherings 
has shown to be a favored convention city. 

Whether this week’s Shoe Fair will develop the volume 
of advanced buying of shoes for the Fall season that 
manufacturers hope for was a question of prime interest 
as shoe men began arriving in Chicago on Saturday and 
Sunday. Expectations some weeks ago had been that many 
lines of shoes would show price reductions for Fall, and 
some of the larger factors in the industry whose policies 
are followed with interest did as a matter of fact 
announce moderate price reductions at that time. Since 
then, there have been some indications of a firming price 
tendency, due no doubt to belief that the proposed 


i 


(Turn to Page 77, Please) 
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MAN-HOURS EXPENDED PER PAIR FORK THE MANUFACTURE OF SHOES 
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Chart of factory man-hours spent in the production of shoes, 
from a report issued recently by the U. S. Department of Labor, 


Bureau of Labor Statistics. 


Shoe Man-Hours 
Cut in War Years 


Greatest Reductions Accomplished in Women’s Footwear Factories, 
where Simplification of Styles under War Regulations Was Main 
Factor, Report to Bureau of Labor Statistics Indicates. 


F acrory man-hours expended 
in the manufacture of all types of 
shoes combined were reduced in aver- 
age number by 8.8 per cent between 
1939 and 1945, according to a 
preliminary report to the Bureau of 
Labor Statistics, United States De- 
partment of Labor, following a de- 
tailed study by Lewis H. Earl and 
David Schenker, under the direction 
of James M. Silberman in the 
Bureau’s Productivity and Tech- 
nological Development Division. The 
report is one of a series being pre- 
pared for various industries in this 
division, of which W. Duane Evans 
is chief. 

The report indicates that the index 


of man-hours expended per pair of 
shoes dropped each year except in 
1942 when the impact of wartime 
problems caused a slight rise in unit 
labor requirements. This reduction 
was due largely to the occurrence, 
during these years, of industry fac- 
tors favorable to high manufacturing 
efficiency, such as the extensive cur- 
tailment of shoe styling and the high 
level of output. Lowered man-hour 
requirements were accomplished de- 
spite difficult wartime operating 
conditions caused by the scarcity of 
labor and frequent material short- 
ages. 

The indexes developed in this 
study were based on reports sub- 


mitted to the bureau by 151 shoe 
manufacturing establishments which 
together produced over a quarter of 
the shoes made in this country in 
1945. Representatives of the Bureau 
visited over 200 shoe manufacturing 
companies to obtain information. 
The index for direct operating 
labor which constitutes over 90 per 
cent of the man-hours expended in 
shoe production moved parallel to 
the index for total factory man- 
hours. In contrast, the index for in- 
direct or overhead labor rose 18.3 per 
cent from 1939 to 1945. While unit 


(Turn to Page 58, Please) 
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hight Fit Vital tor Foot Health 


Importance of Proper Shoe Service Should Be Stressed in 


Promotion of National Foot Health Week. 


] N the opinion of the National Foot 
Health Council, which is sponsoring 
the 23rd annual observance of Na- 
tional Foot Health Week, May 22 to 
29, inclusive, it is most important 
that shoe stores cooperating in the 
promotion of the week should have 
available complete stocks and size 
ranges of the right shoes for all oc- 
casions. The Council maintains that 
shoes must always fit correctly, 
whether they be high heeled types 
for formal evening wear or shces for 
housewear or business. 

The Council has reiterated time 
and again that outworn or unsatis- 
factory style shoes should be discarded 
completely rather than be kept for 
wear by women in performing their 
household duties. Adults take an 
average of nearly 20,000 steps a day 
and it is essential that these steps be 
taken without discomfort in order to 
avoid fatigue and nervous exhaustion. 

The man at the fitting stool does 
more than sell merchandise; he is 
helping to protect feet and maintain 


Foot 


to be Observed May 22 to 29. 


the shoe wearer’s health. In many 
cities and towns shoe retailers will 
join forces to make this year’s Foot 
Health Week an effective, coopera- 
tive promotion, featuring speakers, 
radio talks, newspaper advertising 
and public displays. 

There is a wide variety of educa- 
tional material that may be obtained 
by writing to the National Foot 
Health Council at Rockland, Mass. 

You will find most newspapers 
willing to give editorial publicity to 
a promotion that will result in the 
use of a reasonable amount of ad 
space by the local stores. Radio sta- 
tions will also cooperate in this regard. 
Service clubs are always willing to 
listen to interesting speakers on mat- 
ters of community interest. Foot 
health falls naturally into this cate- 
gory. 

If you do not already have a local 
association of shoe retailers, now is a 
good time to organize one and give 
it publicity in the newspapers. Ap- 
point a committee to secure the co- 


examination day at Tolleson Elementary School, Phoenix, 


Arizona. Dr. Julius Citron, chairman of the Arizona Foot Health 
Council, and Dr. Martin Flohr, school physician, examined the feet 
of 800 students for defects and deformities resulting from improper 
shoes. Many countries this year will participate in Foot Health Week. 
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operation of the local physicians, 
podiatrists, chiropodists and ortho- 
pedists. These men will work with 
you, and through their own associa- 
tions provide speakers for talks which 
can be arranged before women’s 
clubs, schools, parent-teacher associa- 
tions, Lions, Kiwanis, Rotary, Boy 
and Girl Scouts, and 4 H Clubs. 
These talks should be booked as far 
in advance as possible. 

You may also find the mayor or 
health officer willing to endorse the 
week and to make available state- 
ments for publication. Athletes and 
other prominent individuals would 
also endorse such a worthwhile pro- 
gram. Everybody knows what a good 
pair of feet meant to the man and 
woman in the services in the last war. 
Many of those who had foot problems 
could have traced their origin to 
childhood. It is for this reason that 
the National Foot Health Council! is 
carrying its program to school chil- 
dren and parents with posters, leaflets, 
and speakers. Emphasis is being 
placed on the danger of outgrown 
shoes and hosiery. Surveys have dis- 
closed that these can cause foot de- 
fects and deformities in childhood 
which if neglected may become pain- 
ful and disabling malformations in 
later years. 

Before the war Foot Health Week 
was observed in nearly all the coun- 
tries abroad. This year it will be held 
throughout the United States, 
Canada, Holland, England, Sweden, 
and parts of South Africa, all of 
which shows the interest which has 
developed in the subject. 

Throughout the country public 
schools will tie in with the program. 
Local groups might well sponsor pos- 
ter and essay contests with suitable 
awards and prizes, selected by a 
group of judges. Displays of the 
posters should be placed in the public 
library. Community foot health ex- 
hibits could very well be arranged by 
your local shoe retailers’ group, 


(Turn to Page 72, Please) 
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Exterior of the shop conforms to the colonial architecture of the Lakeside Village district. 
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Note the attractive awninged windows and the profitable corner location. 


Designed for Young Folks 


View from the co-ed corner looking toward the accessory section. Boys’ 


and children’s section is in the rear. 


This accessory counter carries 


teen-age accessories; children’s are on the other side. 








R Ecoenizinc the fact that 
young people appreciate a place to 
shop which has been designed es- 
pecially with their needs in mind, 
Sommer & Kaufmann, well-known 
San Francisco shoe retailers, opened 
2 shop last December which was 
planned exclusively for the young 
people. The store, known as the 
Young America Shop, is located at 
2600 Ocean Avenue, in the Lakeside 
Village district. 

Catering to young folks of all 
ages, from those in their cradles to 
those in their teens, the store follows 
the colonial architectural pattern 
distinctive of the Lakeside Village 
area. Interior furnishings are, ap- 
propriately, of early American maple, 
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The New Young America Shop of Sommer & Kaufman, 
San Francisco, Caters Exclusively to the Crib-to-College 
Trade. Colonial Architecture, Sectionalization Feature 


This New Branch. 


and hand-woven rugs decorate the 
planked floors. 

Appealing to young people is the 
sectionalization which provides sep- 
arate shopping areas for various age 
groups. Off the children’s section is 
an infants’ alcove where high seats 
for babies alternate with regular seats 
for mothers, all covered in a colorful 
print washable fabric. 

A Walkway is a popular feature of 


the children’s department, where all 
shoes are checked for fit. A Co-ed 


Corner is located near the accessory 





Above: The Walk- 
way where all chil- 
dren’s shoes are 
checked for fit. Slide 
is for small children 
to use as exit from 
Walkway. 


Right: Co-ed corner 
features bow-knot 
wallpaper in green, 
blue and _ chartreuse 
on an otf-white back- 
ground. Furniture is 
covered with white 
and green upholstery. 
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Children’s section, looking into the infants’ alcove. High seats for infants’ 
alternate with those for their mothers. All are covered in colorful 
washable print fabric 


department, an excellent tie-in to 
extra sales. 

The exterior of the store uses old 
brick in natural red color, and novel 
awnings of white background with 
huge red polka dots. Low window 


backgrounds afford an easy view into 
the store from the street. 

The store is staffed by a carefully 
trained sales group who give partic- 
ular attention to the fitting of chil- 


dren’s shoes. 
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Heat insulators, hand-crocheted ratfia shoe 
by Toni Gay De Luxe. Parchment and straw 
handbag repeats the color of the shoe while 
the lining picks up the color of the vamp 
decoration. By Companion. Washable cham- 
ois glove with doeskin cuff. American Made 
by Mark Cross. 


SUMMER 


SHOES AND 


by BETTY TURCOTT 


Travel set includes calf ankle 
strap shoe by Cellini Shoes; 
harmony in the repeated white 
cording of the handbag by Alan 
Miller make this calf set prac- 
tical for wear with suits or cot- 
tons. Silk scarf by Glentex, 
Glensder Textile Corp. 


Now is the time to choose the right 
accessories and plan the coordinations 
which may be geared to the consumer’s 
Summer weekends and vacations. For 
travel on crowded busses, trains or planes 
to favorite weekend spots, well-chosen 
shoes and accessories that can be teamed 
with several of her costumes are a must 
for your store. Plan to show shoe ward- 
robes that are fashion-right and comple- 
mentary straight through these several 
costume changes. 

Suggested minimum shoe and acces- 
sory travel requirements, pictured here, 
range from dressy to casual types. For 
travel from office to Summer resort, 
calf travel companions can be suggested. 
Both cool and practical, these matched 
shoe and handbag sets can be promoted 
for wear with Summer travel suits or 
suit dresses and with tailored cottons 
to be worn after arrival at the resort. 
You may also suggest other good travel- 
ers, such as multi-colored or pastel kid- 
skin shoes and handbags. For glamorous 
moments offer your style-minded cus- 
tomer gold and white accessory groups. 
These sets can be shown with white 
dressy clothes, which promise to be pop- 
ular this Summer season; printed and 
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Summer Week-Ends And Vacations Call 
For Packable, Practical, As Well As 
And _ Acces- 
sories To Accent Summer Wardrobes. 


Interchangeable, Shoes 









ACCESSORIES , 


D0) 


DOUBLE DUTY 


Washable white shortie gloves 
by Dawnelle with removable 
monogram buttons complete the 
travel ensemble. Photo courte- 
sy Mannie Weil. 


pastel cottons or silks for parties and 
church-going, as well as soft Summer 
evening dresses or formal afternoon tea 
gowns. Beach or cabana clothes, pedal- 
pushers, can be offered for wear with 
casual accents in shoe and accessories, 
such as the straw set shown. Don’t for- 
get to capture extra sales with the ever- 
popular all-gold shoe and bag combina- 
tion for marketing, casual shopping 
along the boardwalk, or at the beach. 

Promotion of complete weekend trav- 
el groups including shoes with harmo- 
nious accessories can capture many extra 
sales. Now is the time to plan a variety 
of suitable shoe and accessory groups 
in colors and types to complement the 
Summer wardrobes. Make the consumer 
realize the fashion significance plus the 
practicability of purchasing harmonious 
shoes and accessories to complete her 
Summer vacation and weekend ward- 
robes. Stress the practicability of this 
through many-occasion use for each 
item promoted. Summer is fast ap- 
proaching, and in many parts of the 
country it is already here, so get your 
promotions under way in order to cap- 
ture early sales. But don’t forget the 
late vacationers! Continue to promote 
these sets throughout the Summer 
months. 












Glamour is provided in gold kidskin and 
white suede shoe by Avon Shoe Co. White 
plastic calf bag with gold trim by Ritter 
& Ritter. Matching capeskin belt with 
gold trim on buckle by Burkbe Leather 
Co. 














































Elasticized straps at top of this 

suede sandal give easy adjust- 

ment. From Perugia, shown by 
Schiaparelli. 


Some of the new creations by 
Jordan, Parisian bottier 


RIS PREFERS 


Raffia Play or Sport Shoes, Very Open 
Sandals, Fashion Favorites in Paris 
This Spring. Heels Are High and 


. Shoes Look Lighter and Daintier. 
Very airy silver kid pump. 
From Casale. 


by DORA LOUES MILLER 


Very open black suede shoe 
from Casale. 





Black calf with perforations in 
a version of the spectator. From 
Ascott. 
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One of the novelties of the Paris season, and one certainly 
bound for success in the United States, is the new rafha play 
or sport shoe. Shown in varying shapes by Schiaparclli and 
Balmain, though both were designed by Perugia, these have a 
new, attractive look with their miniscule cushion heel, a la 
espadrille, that certainly must spell success for them. Schiapa- 
relli prefers her version amusingly fringed around the ankle, 
and charming it is with resort dresses of all types. Balmain 
prefers his shoes a little higher, almost in the bootee class, and 
neatly turned and bound at the top, with a center seam back 
and front. 

The other extreme from the high riding bootees, shown in 
our April Ist issue, are the completely openwork sandals. 
Schiaparelli, who first introduced the bootee last season, has 
this year shown the completely strapped sandal, but with a 
truly high, slender spike heel. Three bands of the fine suede 
wrap the ankle. To insure perfect fit, without the clumsiness 
of fastenings, Perugia, who executed these shoes for Schiapa- 
relli, has elasticized these three bands at the back so the foot 
slips easily through them. Stunning red stockings worn by all 
Schiaparelli’s models highlighted feet and ankles. 

The young house of Carven, whose head has always made 
a point of carrying her creations through with accessories of 
her own choice, this season has had all her shoes made by 
Casale where formerly she used a number of bottiers. While 
showing shoes noticeably lighter in feeling and actual weight, 
Mme Carven has chosen several diminutive platforms, not 
nearly as prominent as last year, but still to be noticed among 
the shoes she selected. It has been suggested that this may well 
be a personal preference as she herself is diminutive and likes 

(Turn to Page 104 Please) 
Important style trends illustrated in the cuffs 
and wide collar of this black dress by Gres. 
Very sheer off-black stockings bringing to- 


gether the black shoes and dress in a co- 
ordination idea approved by Paris for Spring. 


Fine black suede ankle strap 
with lattice-effect vamp. From 
Ascott. 


Buckle court 
shoe 
from Casale. 
Shown by Car- 
ven. 
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Colonial Airlines stewardesses and 
passenger representatives display their 
new nylons, dyed “Colonial Green” to 
match their uniforms, as they gather 
around Pilot Captain N. J. Utter- 
weiler of Pittsburgh, in a plane at 
La Guardia Field, New York. 


SHOK EWS 
PICTORIAL 


John Bush, chairman of the board of directors of Brown Shoe Company, St. 

Louis, was speaker at a recent meeting of the West Coast Shoe Travelers 

Associates in Los Angeles. Flanking Mr. Bush are Jimmie Thompson, left, 

president of the WCSTA, and Harry Jay Evans, president of National Shoe 
Travelers Association. 


Left: Leon Flandru, whose family 
for three generations have been carv- 
ing wooden clogs, uses a “planneur” 
to shape beech wood into a clog in 
his three-man business in St. Hubert, 
Belgium. This is one of the last re- 
maining industries in Belgium. 


Selling movie stars’ old clothes is Patsy Brogan’s business in her 

fashionable Beverly Hills shop. Here is part of her stock of shoes. 

Miss Brogan tries on gold and silver evening slippers. Many of 
the shoes have never been worn. 














Screen star Joseph Cotten, together with 

exotic Valli, as they are alerted for their 

guest roles on CBS Radio Theater presenta- 

tion of “Spellbound.” Mr. Cotten seems to 

be having a little trouble with one of 
his shoes. 





Right: Johann Petursson, recently arrived from 
veland to go on tour with Ringling Brothers 
wnum & Bailey Circus, is fitted for a pair of 
oes in New York by Herbert Adler of Adler 
hoes for Men. Petursson, the tallest man the 

s ever exhibited is 35 years old, 8’ 8” in his 
ocking feet, weighs 435 pounds, and takes a 
ze 24 shoe. Note the ordinary size he is hold- 

ing in his hand. 


Mrs. Henry Ford Iii, 
admires ski caricatures 
drawn on her leg cast 
at Sun Valley, Idaho, 
where she broke a 
small bone in her 
ankle while skiing re- 
cently. 


This English setter, Archibald by name, 
has taking ways. He picks up anything 
he finds in the neighborhood and runs 
with it to his home in Cleveland. His 
collection includes shoes and galoshes, 
among other things. His owners, Mr. and 
Mrs. Alex Lenga, and Jimmy, shown 
here, are kept busy returning items. 


Right: This open air shoe shop is lo- 
cated on the bridge in Shanghai, China. 
Here, there is little question of finding 
the perfect fit; shoes available are dis- 
played on the ground, and the customer 
selects whatever seems to suit his 


In Paris, Ben Solnit, left, of the 
Solnit Shoe Company, Los An- 
geles, and Maxwell J. Bristol 
of North Hollywood, Cal., are 
surrounded by French-Jewish 
war orphans. Messrs. Bristol 
and Solnit are two of 33 mem- 
bers of a special United Jewish 
Appeal delegation who investi- 
gated and toured Europe in 
order to ascertain the needs of 
war-torn countries. Mr. Solnit 
donated new shoes to 36 Ital- 
ian-Jewish orphans in Ostia, 
Italy, while traveling through 
the country. 
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(itor outlook 


Stimulate the Urge to Buy 


A subject of very deep interest to all shoe men at this 
time is what effects, if any, the recommended military 
training and national security programs are likely to have 
on the future of general business and on the shoe and 
leather trades in particular. It had been rather generally 
assumed until recently that the inflationary movement 
had about run its course. Such indications as increased 
inventory accumulations, diminished sales and lower com- 
modity prices seemed to point quite definitely in that di- 
rection. Now the question is: Will increased government 
spending check the deflationary trend and set off another 
inflationary spiral? 

The Tanners Council, in a recent bulletin, expressed 
the opinion that there is nothing in the situation to date 
to justify such a conclusion and pointed out that most of 
the spending thus far planned has already been provided 
for in the budget. That viewpoint unquestionably is cor- 
rect, but there are other factors that enter into the situa- 
tion, as for example the new round of wage increases, som: 
of which have already been granted, with others presentiy 
in process of negotiation. If wages show a further rise, and 
if government spending for military purposes results in 
increased employment, the augumented purchasing power 
thus created may tend to check a further decline in sales 
and prices. Reductions in Federal income taxes will like- 
wise add to the purchasing power of millions of people 
and any further increase in employment that may result 
from replacement of workers affected by the proposed 
selective service program will tend to operate in the same 
direction. 

It is impossible to estimate in advance the extent or 
probable effects of these various factors on the general 
business picture. So far as direct effects of the national 
security program on the shoe business are concerned, it 
appears that the Quartermaster Corps has enough shoes 
on hand to take care of the needs of a considerably in- 
creased Army and Air Force for several years. Universal 
military training, if enacted, would undoubtedly produce 
a different situation, but as this is written there seems to 
be little likelihood of early Congressional approval for uni- 
versal training. The shoe business is likely to be affected 
only to the extent that business in general is affected by 
the security program. 

So it still seems the better part of wisdom for the shoe 
trade to concentrate its energies and efforts on sales pro- 


motion, not depending too much on the possible stimulus 
it may receive from increased purchasing power and 
spending to pull it out of the doldrums. More money in 
the consumer’s pocket provides the wherewithal to buy 
but it doesn’t necessarily supply the urge to buy more 
pairs of shoes. The advent of seasonable Spring weather 
can help, as was abundantly proved by the pick-up that 
has occurred in the shoe business in some areas these past 
weeks. Add to that the stimulus of interesting, attractive 
windows, supplemented by well-planned advertising, and 
the shoe store should be on its way to a prosperous Spring 


and Summer season. 


National Foot Health Week 


For the first time since the War, shoe merchants will 
have time enough and shoes enough this year to co-operate 
whole heartedly in the observance and promotion of Na- 
tional Foot Health Week, May 22 to 29, inclusive. Ever 
since the week was inaugurated, BOOT AND SHOE 
RECORDER has advocated the participation of shoe 
merchants, emphasizing the fact that it not only focuses 
attention on the importance of foot care to improve 
health and physical efficency, but also publicizes the 
vital role of footwear, correctly fitted to meet the re- 
quirements of the individual customer. 

National Foot Health ‘Week has been sponsored for 
many years by the National Foot Health Council and it 
has had the support, not only of the RECORDER, but 
ef shoe manufacturers and merchants and professional 
podiatrists, individually and represented by their organ- 
ized groups. It has aroused the interest of many thousands 
of Americans in the importance of foot care and the 
right kind of footwear. It has undoubtedly contributed 
to the sale of thousands of pairs of shoes that might not 
otherwise have been sold. 

This is a year in which the shoe business needs all the 
promotional stimulus it can get from every source. Foot 
Health Week can interest a group of customers who are 
not always sensitive to the appeal of style. Retailers who 
help promote it will serve the interests, not only of the 
industry at large, but of their customers, their commu- 
nity and their own individual stores. 


Boot and Shoe Recorder 

















= 
77 


x» a‘< 3S G. 


xs aa ew 


= = 2 2 = —_— 


—_—_ Ve nn 


der 














May 1, 1948 





A shoe is not a good shoe 
unless it is 
flexible and comfortable 
Darex Insoles 


make shoes 


Dewey and Almy Chemical Company 


Cambridge 40, Massachusetts 
Montreal 32, Canada 
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HOW MANY BRANDS? 








by 
EDWARD 
ROSE 


Fifth in a Series of 
Articles on Fundamentals of 
Retail Footwear Distribution 


= 


W: have decided what kind of shoe store to have, we 
have decided where we will go to look for a location,” Mr. 
Hultz began. “Today we will stock the store. What line 
or lines of shoes are you going to put into your store?” 

“You'll have to give me a minute to think about that.” 
Joseph took his minute. “I really don’t know,” he said 
after his minute was up. “I suppose I could carry the 
Junior Super Arch line.” 

Mr. Hultz beamed approvingly. 

“And I'd want some Merry Miss shoes for the kids who 
want high styles.” 

Mr. Hultz bent his head to give grudging approval. 
“Yes, I suppose some style shoes are necessary in the chil- 
dren’s shoe stores today. But that can be overdone.” 

“And for the people who couldn’t afford Junior 
Super Arch shoes, I’d have Eagle Economy Shoes.” 

Mr. Hultz shook his head unhappily. 

“And I suppose it would be a good thing if I could get 
Junior Johnny shoes. I mean they’re well advertised. I 


Joseph Runs Into Some Difficulty in 
Deciding Which Lines of Shoes He Will 
Carry in His Children’s Shoe Store 


Os 





saw they had an ad in Life last week. And then I might 
try to get the...” 

“Stop!” Mr. Hultz’ shouted. “Cease! Desist!” he 
roared. He waited a minute till he got a better control of 
his temper. “Ah, Joseph, Joseph.” He sighed. “Look, after 
all my talk about specialists. And movie heroes.” 

“Well, what did J say wrong?” 

“Look, we decided that you were going to be a spe- 
cialist, right?” 

“Right.” 

“And you were going to specialize in children’s better 
grade shoes, right?” 

“Right.” 

“Then how is it that Eagle Economy Shoes suddenly 
creep into your store, Joseph?” 

Joseph felt his face begin to burn. But he had to de- 
fend himself. “Well, look, I can’t go losing sales, can I? 
What if people come in and can’t afford the good shoes? 

(Turn to Page 103 Please) 
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S\GWEe 
Sthoes by Selby 


Lasts that are firsts for Fall give the 










newer look to the new TRU-POISE shoes. 
And stitch for stitch, leather for leather, the 
same dependable TRU-POISE quality 


makes these the wearable, 





sellable shoes of fashion. 








ARCH PRESERVER « ACTIVE MODERNS « TRU-POISE 
ods STYL-EEZ « EASY GOERS « TOWN WALKER 
PHYSICAL CULTURE *« GROUND GRIPPER « CANTILEVER 


THE SELBY SHOE COMPANY, Portsmouth, Ohio 


New York Offices: 3120 EMPIRE STATE BUILDING (Arch Preserver ¢ Styl-EEZ « Tru-Poise « Easy Goers) 
926 MARBRIDGE BUILDING (Physical Culture ¢ Town Walker ¢ Ground Gripper ¢ Cantilever) 
Los Angeles Offices: 816 HAAS BUILDING (Arch Preserver ¢ Styl-EEZ « Tru-Poise ¢ Easy Goers) 
LANKERSHIM HOTEL (Physical Culture shoes) 
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Shoe Man-Hours Cut in War Years 


(Continued from Page 44) 


man-hour requirements for all shoes declined generally, 
the drop in labor requirements varied for different classes 
and types of shoes. Major reductions occured in establish- 
ments producing women’s shoes, where more than 15 per 
cent of the man-hours required in 1939 had been 
eliminated in 1945. While the man hours required to pro- 


duce men’s dress shoes dropped early in the war, there 


MAN-HOURS EXPENDED PER PAIR FOR THE MANUFACTURE 
OF SBLECTED CLASSES OF SHOxS 
By Regions 
1939 = 100 


Index Men's Shoe Factories 
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Women's Shoe Factories 
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was a slight upswing in unit man-hours from 1943 to 
1945 caused by supply problems and difficulties in main- 
taining the customary labor force in the factories. Differ- 
ing from most other shoes, there was an increase in man- 
hours per pair in the manufacture of men’s work shoes, a 
product that received little benefit from the simplified 
wartime styling. 

“The major strides in reducing unit man-hours since 
1939 were made,” according to the report, “by establish- 
ments in New England where seasonal fluctuations in pro- 
duction were smoothed to a larger extent than elsewhere 
by the increased national shoe output. The trends of New 
England establishments were quite favorable in the pro- 
duction of all types of shoes, men’s women’s and juvenile. 
The establishments producing women’s shoes in the New 


York-Pennsylvania region also made considerable reduc- 
tions in man-hours per unit over the period. The middle 
western shoe factories had been operating nearer to capac- 
ity in 1939 and consequently were not benefited as great- 
ly by increased output during the war as were the eastern 
manufacturers. Data received from southern shoe manu- 
facturers indicated trends similar to those of establish- 
ments in the middle west, where the drop in the indexes 
was generally short of the national average. 

“The wartime curtailment in styling of shoes was made 
by the War Production Board Conservation Order M-217 
issued in September 1942. This order eliminated the more 
ornate styles, reduced the total number-of designs, and 
restricted the shifting of styles and thereby enabled manu- 
facturers to effect considerable reductions in unit man- 
hour requirements. The limitation of styles was particular- 
ly beneficial to producers of high style shoes and probably 
accounted for women’s shoe manufacturers leading the 
industry in lowering unit man-hours. The high volume 
of output and the replacement to an important extent of 
the prewar practice of small orders placed at the factories 
by large orders for fewer styles also contributed greatly 
to declines in the indexes. Continued operations on fewer 
styles permitted workers to acquire greater speed without 
loss of time in making adaptations to various designs. The 
reduction of seasonal operations eliminated numerous 
inefficiencies in labor utilization. 

“While the movement of unit man-hours for most 
types of shoes was favorable during the 1939-1945 period, 
several factors tended to increase labor requirements. 
Probably the most important unfavorable influence was 
the severe dilution of the labor force in many establish- 
ments. A great number of the workers recruited to fill 
vacancies created by losses to war industries and the armed 
forces, were new employees who were lacking in industrial 
experience. The skilled and experienced shoe workers 
were in great demand for both operations and training 
functions. Rates of labor turnover doubled and absentee- 
ism rose. Frequently, key operations were left unmanned, 
creating temporary production bottlenecks in the fac- 
tories and brought about labor inefficiencies. While sup- 
plies of shoe materials, during the period, were generally 
adequate, a tight supply situation caused spasmodic 
deliveries to the factories and resulted in frequent work 
interruptions with accompanying poorer utilization of 
labor. Wartime limitations on the production of ma- 
chinery and equipment caused many establishments to 
forego normal replacements. Technological developments 
that contributed to manpower reductions in many other 
industries were meager in the shoe industry and had no 
significant effect on labor requirements.” 

The report contains a great deal of detailed technical 
information that will be of interest to shoe manufacturers 
and factory executives. 


Boot and Shoe Recorder 











der 












Pull in kids who want 
_ GROWN-UP STYLES 


y) and LONGER WEAR 










Winner is this 
cherry red 


sandal. . 


Perennial 
Favorite 
red and white 












; 7 — ty blucher saddle ox- 
, Widths / ford comes in sizes 
to D. 














6 to 3, widths A to D 


No wide-awake youngster can resist 
the pull of Rough Rider's smart, grown-up 
styles. Parents like the durable qualities that mean 
longer wear on active feet . . . less strain on shoe budget. 
Leather insoles and sturdy leather outsoles . . . clever styling 

. complete line of Goodyear welts and Compos in widths 
AtoD.. . for infants, children and misses. Backed by 
national advertising and powerful merchandising helps. 
For full information, write today to Rough Rider 
Division, Cannon Shoe Company, Lafayette Ave. & 
Dickson St., Baltimore 17, Maryland. 
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Smart and Sturdy Shoes for Boys and Girls 


ROUGH RIDERS 


COMMENDED 
PARENTS 
maGal ime 
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CANNON SHOE COMPANY, BALTIMORE 17, MARYLAND 
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Westport 


has the go- 


better go with Westport- 
Brown Shoe Company’s 
big new line of sport 








moving, promotional 
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Chicago Summer 
Promotions Start Early 


Reran shoe promotions in Chi- 
cago, while still continuing on Spring 
colors and styles, are beginning also 
to show some Summer interest. Car- 
son, Pirie, Scott & Company, de- 
voted a full-page advertisement and 
most of its main fashion windows 
recently to California Summer fash- 
ions, with casual shoes tied in. Gold 
shoes were shown with a number of 
the costumes. Charles A. Stevens & 
Co., featured “high pitch patents to 
play a brilliant obligato with your 
prints, your soft-tone Summer suits”. 
Casual-type shoes also received in- 
creased emphasis in advertising in 
recent weeks, as well as in depart- 
mental and window displays. 

Navy and black continue the 
leading sellers, with a lot of interest 
in high style salons in those with gold 
piping. Red and green continue to 
sell well in cobra, suede, calf and, as 
a result of some recent promotions, 
in doeskin. Multicolors are active in 
corbra and suede, the latter in a red, 
green, yellow, and blue combination. 
There have also been several color 
promotions in low heels and tailored 
type pigskins in red, green and natu- 
ral. O’Connor & Goldberg has been 
featuring “Glorious Greys for Sun- 
ny Days”. Newest color on the local 
scene is “Smoke” by Joseph, described 
as a neutral gray to wear with every- 
thing. 

Anklets are still the leading type, 
with a button effect snapping at the 
ankle the newest version being pro- 
moted. The classic opera pump with 
the deep V-throat is beginning to 
make an impression in sales figures 
in some quarters. Walton Shoe Salon 
has featured this style, offering it in 
navy and black suede or in white 
linen to complement the costume. 

Business, helped by good weather, 
has proceeded at a better rate than 
the period before Easter. A good 
Mother’s Day business is expected in 
slippers, hosiery and handbags. Re- 
tailers, seeking means to boost sales, 
are now paying special attention to 
promotional and extra business pos- 
sibilities such as this. Men’s business 
up to now has been chiefly on staple 
shoes, since the past two months 
have been too late for resort business 
and too early for sport types. The 
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demand for heavy weather, boot and 
welt types has been good. 

Despite the fact that retail busi- 
ness has improved over the early 
Spring lull, there is a general shift- 
ing of buying tendencies. Price re- 
sistance is definitely being felt in the 
top brackets and there is a tendency 
for consumers to drop $2 or $3 in 
their choice of shoes. This, in the 
opinion of retailers, is proof that the 
saturation point in prices has been 
reached and any price adjustment 
must be down, not up. 


7 * * 


Sales Off in St. Louis 
Stores 


Tue tempo of shoe retailing 
bogged down during the early part 
of April much like the slow-starting 
March, but as this is written there is 
little evidence of a tendency to 
finish strong like March, a month 
which ended with a dollar volume 
gain variously estimated as ranging 
from seven or eight to 15 per cent 
ahead of March, 1947. During all 
of March and through the first half 
of April, however, the movement of 
mens shoes has been off consistently. 
As in the early part of March un- 
seasonably cool weather during April 
also was given as the primary reason 
for lack of customers. 

To promote store traffic some out- 
lets featured odds and ends sales 
during April but even these artificial 
methods did not show the expected 
response. One of the large depart- 
ment stores featured reductions 
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averaging 25 per cent off on all of 
its women’s footwear; purchases that 
were made, however, were mostly in 
the higher priced brackets above $20, 
indicating that the feminine con- 
sumer is secking quality. 

“If we have warm weather dur- 
ing the remainder of the Spring 
months,” a leading buyer said, “we 
can expect a very good Spring.” One 
of his reasons for such a statement 
probably stemmed from a successful 
promotion during April of gold day- 
time footwear, in contrast to the 
previously mentioned odds and ends 
clearance which fell so far short of 
expectations. 

Other reasons for a rather gen- 
erally expressed confidence in the 
retail outlook for the remainder of 
the Spring and early summer seasons 
are an early demand for whites along 
with gold and an indication that the 
movement of casuals and spectators 
will be strong. 

Green also appears to be a popular 
color and, as one buyer said, “Green 
and whites may well be the dark 
horses that will bring us out of the 
celJar.”” 


” a oa 


Business Only Fair 
in New York 


Au around the town shoe buyers 
agree that business is “just fair” due 
in part to strong price resistance and 
in part to bad weather. One mer- 
chant reported that children’s shoes 
were moving slowly now because of 
an early Easter selling period. 

Pumps, with their many varia- 
tions including the V-throat line, 
vamp cut-outs, new heel treatments 
are number one sellers. Single and 
double ankle straps, sandalized types, 
wrap-around straps, are runners-up 
in high-heeled dressy shoes. In wedges 
21/8 in colored suedes have been 
very good, according to one retailer. 
Double and single ankle straps in 
flat heels, as well as flat wedges, he 
went on to say, are in popular de- 
mand. But patent leather shoes, 
buyers agree, “just aren’t selling as 
we expected.” 

Several merchants stated that low 
heeled shoes in dressy types are gain- 
ing in popularity. These heel heights 
range from 6/8 to 10/8. 

After black the leading color this 
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season continues to be navy blue in 
suede with brown suede following 
closely. Green leads over red in calf, 
while balenciaga and pastel colors 
attract some additional business. 
Brown and white classic spectators 
and brown and white closed toe sling 
pumps are attracting early sales, ac- 
cording to a number of buyers with 
all-over white shoes in dressy closed- 


up types following. White ankle 
straps, sandals, pumps, low heeled 
stepins are early favorites. Linen 
shoes to be dyed sell best in pumps, 
sandals, ankle strap shoes and closed 
back open-toe styles, report several 
quality merchants. 

Gold shoes, so popular for resort 
wear, are selling in New York stores 
fairly well. Buyers expect that sales 
of these shoes will increase as the 
weather becomes warmer. In these 
shoes, they stated, matching bags and 
belts are a “natural” for catching 
extra sales. 

In men’s shoe departments sales 
are a little ahead of women’s shoes. 
Tan continues to be a number one 
seller. Grained leathers, crepe soled 
shoes, fancy types in suede sell right 
along, one buyer reported. 


+ om 


Ankle Straps, Sandals, 
Platforms Lead in Miami 


Tree important style notes in 
the shoes which have been leading 
sales in the Miami area are ankle 
straps, platform soles and the very 
open sandals, These shoes have been 
purchased as Easter and Spring foot- 
wear by fashionable women who have 
their residence in this community, 
and in even greater quantity by the 
visitor who left recently for her 
Northern home and wants to be first 
after she gets there with late Spring 
and Summer styles. 


So far much of the ankle strap 
business has been confined to the 
higher price bracket, but now it is 
appearing in some of the chain or 
popular price stores. The longer 
skirts are definitely responsible for 
the demand for this type. A number 
of T-strap models have been moving. 


Platforms are so comfortable and 
so good looking in the models of to- 
day that they are likely to be popular 
for a long time to come. 

For warm weather the open sandal 
is so comfortable that this type has 
been selling very well. Some closed 
toe classic pumps are moving, but 
their popularity is on the wane in 
this area at any rate. They may go 
better in a cooler climate. 

Color is another important factor 
in Miami, Miami Beach, Hollywood 
and Palm Beach. There are two 
trends here. In calfskin the deeper 
tones are asked for. Tan has been 
very good and so has a lovely shade 
of deep red. Burdine’s has done well 
in all four of its shops with a Brit- 
tany Rose Calfskin, a warm vital 
color to wear with Spring pastels. 
Another popular calfskin ankle strap 
is in bright yellow, recommended 
particularly for wear with black, 
navy, green, off-white and prints. 
Another smart calfskin for travel or 
street wear is a Nicaraguan green 
with very high heel. 

The new resort vogue as deter- 
mined by the season just past is for 
bright colored shoes. Some of the 
better shops have been suggesting a 
bright shoe as the “solo color splurge” 
of a costume. 

Another trend is toward the soft, 
dainty, ladylike pastels. They are 
moving in such colors as pistachio 
green, azure blue, rose pink, soft 
yellow, and other tones. These pas- 
tels are being highlighted strongly 
in the popular price lines. The rich 
colors of calfskin are shown in more 
expensive shoes. 
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Price Question Concerns 
Detroit Retailers 


ConcERN over price levels is 
the dominant feature of the Detroit 
shoe market at present. This has not 
been characteristic for a long time, 
but anticipated price cuts, under 
discussion for many months, partly 


materialized as this report was being 
written, and accordingly, retailers 
have become very cautious in their 
buying. Present buying, aside from 
immediate stock replacements of top- 
selling items, is for delivery of Fall 
merchandise, chiefly—and store oper- 
ators are fearful of paying a high 
price for merchandise that will sell 
in a much slower market. 

Situation was given a big fillip the 
second week of April when a Jack- 
son, Mich., department store, Glas- 
gow’s, ran two full-page newspaper 
ads announcing “prewar prices”, de- 
voting a third of a page to shoes. 
Prices were around 40 per cent be- 
low present retail prices in other 
stores. Actual breaks in the whole- 
sale price level, however, were few, 
and buying only slacked off. 

Easter business was good, but it 
was generally reported as markedly 
under 1947. Result was that inven- 
tories remain good in most stores; 
in fact retailers are overloaded on 
Spring merchandise. 

In style trends, colors predominate 
in woman’s lines again — a factor 
noted here the past few months, but 
delayed in acceptance at the con- 
sumer level by the unseasonable 
weather of the early Spring. Patents 
and black suede types are also good 
sellers in early selling. Wedge types 
are reported dominant in the play 
shoe field, both in white and colors. 
White sales in standard women’s 
lines for Summer are reported good, 
but not spectacular. 

In the children’s shoe field, there 
is a very strong trend toward strap 
type shoes, with colors spread over a 
wide range. 

General merchandising problems 
are occupying the attention of store 
managers today more than ever be- 
fore, with very thoughtful consider- 
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back hugging the ankle, was noted 


ations of both national and local 
economic trends as affecting their 
own business operations. The result 
is a more thoughtful and more in- 
telligent approach to shoe retailing 
all along the line. 





Buffalo Merchants Watch 


Inventories 


Burrato shoe retailers stil] main- 
tain an attitude of caution with re- 
spect to inventories. An element of 
doubt remains as to the public re- 
action to continued high prices and 
merchants are fearful of over-stock- 
ing and being left with hard-to-sell 
merchandise on their shelves. The 
spirit of unrest that at present is felt 
throughout the nation has communi- 
cated ‘itself to the shoe business as 
well as to all other retail outlets. 

High prices of food and other 
necessary living expenses have made 
the general public also more cautious 
in its buying. People want value for 
the dollar spent, and nowhere is this 
any more evident than in the shoe 
trade. Recognizing this as a factor 
that must be considered. alert Buf- 
falo shoe buyers are adopting a policy 
of stock-filling rather than stock- 
building. They are finding that mer- 
chandise which two years ago sold 
out in a few weeks may now remain 
in stock indefinitely. Manufacturers 
can do little to break down this cau- 
tion, made necessary as a result of 
consumer attitude. 

It is true that sales show a level- 
ing-out tendency, but so far even 
this has failed to make merchants ex- 
pand their inventories beyond what 
they feel is a safe margin. 

Retailers report good sales in wom- 
en’s novelty shoes, with color much 
in demand, and in the more conser- 
vative types that will be worn with 
new Spring suits. 

Children’s shoes follow the trend 
of women’s and teen-agers, with 
many colors and with a wide range 
of styles available. The simple one- 
strap type is still a favorite among 
both mothers and children. 

Men favor more than ever, heavier, 
real masculine shoes, although very 
thick soles, much decorated, or other 


extreme types are not in demand 
this Spring by the well-dressed Buf- 
falomen. * * * 


Navy Suede, Patent 
Lead in Baltimore 


Navy suede and patent strap 
styles took the lead in consumer pref- 
erences in Baltimore Spring selling, 
share of popularity, taking a definite 
spurt in sales immediately after the 
Easter holiday. 

One store manager said the pop- 
ular priced item that went very well 
ranged from $9.95 to $14.95. Those 
stores that promoted reptiles did very 
well with them in red, green and 
brown — also in multicolored types. 

Another buyer stated that he was 
not pushing reptiles, particularly, 
except the higher priced classic type 
around $23.95 in a plain pump style. 
He claimed this number sold steadily 
and “carries the load for the other 
merchandise”. Brown, Wine and 
green were steady repeaters in alli- 
gator. 

Immediately after the Easter holi- 
day, stores started to advertise special 
sales of broken size lots. O’Neill’s 
had several tables in their shoe de- 
partment with calf and suede models 
in popular shades. The Hub featured 
name brand shoes on sale. 

Stewarts, Hochschild Kohn & Co. 
and Hutzler’s started to point up 
gold kid sandals as well as white and 
gold combinations. 

Children, as well as their elders, 
showed a preference for ankle straps, 
— patent, red calf and white 
kid. 

The appearance of the built-up 
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in Charles Street shoe windows, 
particularly in smooth calf at I. Mil- 
ler’s. One shop showed a classic, con- 
servate opera pump, cut high, with 
the Louis heel as a new motif for 
afternoon wear. Generally, shoes 
featured here are slowly but surely 
taking on the lady-like, modest 
closed up look in keeping with the 
lowered hemline, full skirts and ultra 
feminine approach in clothing for 
1948. 


* 


Nebraska Sales Up For 


First Quarter 


W ute sales of both men’s and 
women’s shoes in Omaha and Lincoln, 
Nebraska, have recently been run- 
ning below last year’s figures, first 





quarter sales volume was reportedly 
ahead in both cities. The Lincoln in- 
crease is reported around 20 per cent 
as compared with about eight per 
cent for Omaha. Biggest gains were 
reported in men’s shoes, and some 
resistance to prices among women 
customers was noted. A large variety 
of colors has been selling in women’s 
sling platforms, while the thick- 
soled Scotch grain leather shoes have 
led for men. 

Buyers for salons featuring better 
quality footwear said resistance to 
price had increased to some degree, 
but not greatly over a year ago. One 
buyer declared higher priced shoes 
and bags are holding up better than 
the lower-end goods. He believes the 
woman who used to come for $6.95 
shoes is still buying shoes at about 
that price, but is going to the chains 
and other popular price stores. 

Omaha buyers said the strike of 
CIO packing house workers had cut 
into last-half March sales. Omaha is 
the nations second largest packing 
center and the strike means loss of 
a weekly payroll of at least $300,000. 

The expected military draft hasn’t 
interefered a great deal with men’s 
shoe sales, most buyers believed, al- 
though two men’s shoe departments 
reported that several college men 
were postponing all civilian clothing 
purchases until they found out more 
about the proposed new draft call. 

(Turn to Page 108, Please) 
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Cuboid Stabilizer 





TO RETAIL AT 


For the first time...a scientifically correct 
Foot Aid...backed by America’s greatest Foot Clinic... 
offered at a price the public can’t resist 


Thanks to increased production of the Cuboid Stabilizer 
and the economies effected in manufacturing ... plus a new, refined 
synthetic process that eliminates the bottom cover... 


The Stabilizer Company now brings you an authentic Foot Aid m2 mip : 1 ; . 





that is bound to go places...on people's feet and in your register! 


The famous Dr. HissClinic in Los Angeles 
The vast experience gained here in more 
than a million foot treauments was used 
in designing the Cuboid Stabilizer 


SHIPPING COSTS PREPAID ON INITIAL ORDER—WIRE YOUR ORDER COLLECT $ —temenber via Dv Jobn Mann Hs 


one of America’s outstanding orthope 








dic surgeons, says: “Don't support your 
arches — Stabilize your feet!” 


> Needless to say, we're still making (and selling) the De Luxe a Barecy Coens Eli Smith 


model of the Cuboid Stabilizer which retails at $5.50, all sizes. Bert Coons Marshall Stern 


E. A. Drew George P. Utley 
FACTORY REPRESENTATIVES < HE Griffiths George R. Utley 


N. J. Levy Edward Weil 
THE STABILIZER COMPANY .- 740 South Flower St., Los Angeles 14 A.C. Ladlam LE. Wendtland 


H. C. Schuyler 
. 
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BETTER QUALITY 
BETTER STYLING 
BETTER TURNOVER 
BETTER MARK-UP 


+ 


Smooth Elk Leather, No-Mark 
Smooth Elk Leother. No-Mark eocsihie Sate. 


Durable Sole. 6412—White 
— sola —slex k Elk 
ms 6912—Blac 
i - Red —e 6312—Black Suede with 
tes $2 35 idt ‘ Arrabuk Platform 
izes 4-9 M Width 
° 
$2.35 


Smooth Elk Lecther. No-Mork Smooth Elk Leother. No-Mark 
Durable Sole. Durable Sole. 


‘ 6416 — White 
6415 — White 6616 — Red 
6615 — Red —a Yellow, 
6315 — Black Suede with ve Lomb. s 
Arrabuk Platform Sizes 4-9 M Width 
Sizes 4-9 M Width $2.3 
$2.35 


Smooth Elk Leather. No-Mark 
Durable Sole. 
6418 — White Smooth Elk Leather. No-Mark 






6618 — Red Durable Sole. 
6518 — Multi (Red, Green, 6426 — White 
Yellow, Blue Comb.) 6626 — Red 
6318 — Black Suede with 6326 — Black Suede with 
Arrabyk Platform , Arrabuk Platform 
Sizes 49 M Width Sizes 4-9 M Width 
$2.35 $2.35 
Also available in GOLD LEA Also available in GOLD LEA 
with Fine Gold Mesh Platform with Fine Gold Mesh Plotform 


$3.85 


*Available in 
BLACK SUEDE e RED ELK e WHITE ELK 


=_— for BIG CASUAL PROFITS in '48? Gerda's got the formula and the casuals to back 
it up. Build your business on better casuals. "Plus quality" and styling pays dividends in 
turnover and profit. For every casual requirement try Gerda first—where volume is up 
and prices are down. You'll be amazed at their quality and variety of styles. 


Somples on Request. Packed in attractive GALURE boxes. 


ZZ ig 
Sis. a gS 


af liye << SI, 
GERDA Footwear COMPANY, INC. 


“GERDAGRAM” Yor Sxeow 
158 DUANE STREET ° NEW YORK 13.-N_Y. 

















“The United Finishing Specialist 
Shows Us How to Finish the Different 
Leathers Coming Through”. . . 


“EVERY DAY a wide range of shoes using 


different leathers comes through our finishing AR 
room ... and we look to the United for the I) hal 
help of its finishing specialists. In this way we Ah 


secure a more uniform final finish—more uni- - 
form lustre — on our complete line.” 
= } 
More and more finishing room foremen are 


relying on the United Finishing Specialists for PRODUCTS 
help in solving their difficult problems. OF 


If you have a finishing problem ... call for 


a United Finishing Specialist. B B CHEMICAL CO. 


FINISHES FOR UPPERS * BOTTOMS * HEELS * EDGES 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASS. 












OLD-FASHIONED 


COMFORT 


message 


offering an 





Read this unsolicited 
letter from a wearer: 








IN YOUR SHOES 


REG. US PAT OFF 





Miller dealers go to town every day with 





footwear that all women want. but have 
great difficulty getting: scientifically de- 
signed, scientifically made shoes that re 


quire no breaking in- 


THE MILLER SHOE COMPANY 


4015 Cherry Street, Cincinnati 23, Ohio 





NEW YORK OFFICE CHICAGO, ILL 
656 Marbridge Bldg 1208 Republic Bidg 
ALSO 
West Coast Representative 
ORTHOPEDIC DIRECTION OF ALBERT €. KLINKICHT 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Wa YfacdUrtnty. and Mea hes 


St. Louis 


One of the most vexing problems of the moment in 
the shoe industry here is that of prices and production. 
Each influences the other, yet both are controlled by the 
consumer. If wide consumer acceptance is obtained at 
present prices, production can be maintained; if not, 
either production will have to be cut back or prices re- 
vised downward. 

As producers moved into the Chicago Shoe Fair with 
their Fall lines they were hopeful that current price levels 
could be maintained. They would have to be maintained, 
many of them pointed out, for the industry to remain in 
a healthy condition. “Appreciably lower prices just aren’t 
in the cards,” a number of manufacturers expressed them- 
selves on the eve of the Fair. 

For one thing, they explained, leather was firming; 
for another, potential government contracts on the hori- 
zon could cut deeply into existing leather supplies. Added 
te this, they said, were the lessened availability of hides 
brought on by the packing house strike and the recent 
demand made upon novelty manufacturers here by shoe 
workers for a 15 per cent wage increase effective July 2. 

Despite this viewpoint, however, some producers had 
lowered prices nominally, although there was a belief in 
some quarters that the downward revisions could not be 
held. As one manufacturer expressed himself, “We just 
haven't realized the permanency of the higher level of 
prices of all commodities. With high wages and high em- 
ployment,” he said, “it just isn’t conceivable for prices 
to recede to a point which most of us consider to be 
“normal’.”” What he meant was that we have not yet 
come to recognize the new norm. 


Chicago 


Tue prolonged packers’ strike continues to be the chief 
detriment to normal operations in local manufacturing 
and wholesale shoe centers. The leather market has gone 
up since its January slump, but opinion is fairly general 
that prices will not again go as high as they were. This 
takes into consideration any possible drain on supply as 
the result of demands of the Marshall plan or stockpiling 
with an eye to world conditions. 

Orders from retail sources picked up considerably in 
April over the slump for the first three months of the 
year. Up to the time of this report, however, which was 
written before the opening of the National Shoe Fair, 
there was a general tendency to wait for possible price 
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reductions. There have been enough price reductions by 
major factories in various parts of the country, plus re- 
ductions by several mail order houses on shoes advertised 
in Spring and Summer catalogues and flyers to encourage 
this attitude. 

Price resistance has been evident on the part of the 
consumer for some time. Recently, it has become an issuc 
with retailers, many of whom have been forced to hold 
post-Easter clearance sales to clear their shelves. Their 
inventories, although not dangerous, are high, and none 
is in any rush to place Fall commitments. 

Generally speaking, however, business conditions are 
healthy. Shoe departments and stores have been a lot 
more active since Easter than they were before. De- 
partment store sales in Chicago in the weck ending 
March 27 were 17 per cent higher than a year earlier, 
according to the Federal Reserve Bank report. Much of 
the gain was attributed to the earlier date of Easter this 
year than last. Retail sales of Spring apparel and acces- 
sories were expected to increase as the weather improved. 
Wholesalers report that business is much better in out- 
lying areas than it is in Chicago and urban centers. Fac- 
tory layoffs have cut income totals in these areas, while 
outlying sections, particularly the smaller towns get a 
good percentage of farm trade. And the farmer is still a 
prosperous individual in this section of the country. 

Judging by buying trends this Spring and early sam- 
plings of Summer business, both retailers and manufac- 
turers expect Fall business for 1948 to be off slightly 
both in dollars and units. 


Cincinnati 


A slowing of orders seemed to be the trend for April 
in Cincinnati factories. One manufacturer of a seasonal 
type shoe found this slow period one of the major prob- 
lems of the year. Another facing the same obstacle re- 
duced the wholesale price of children’s shoes from $1.60 
to $1.15 just before Easter in the hope that this would 
encourage more purchases. Retailers’ sales have been high, 
but merchants are watching their inventories carefully 
and are keeping them as clean as possible. 

As to prices, retailers and manufacturers alike do not 
foresee any widespread reduction at least until the Fall. 
Part of the reason for the present stability is the packing 
house workers strike. Another factor is the possible ex- 
pansion of the armed forces, in which the same conditions 
could prevail that were a part of wartime restrictions. 
Civilian production would be cut in order to provide suf- 
ficient footwear for every member of the armed forces. 





Beautiful New Cincinnati Store Opens 
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Exterior view of Collier's new store with transparent front showing 
clear view of the interior. This is the first of a series of similar stores to be 


opened in the next few years. 


Cincinnati — Collier’s beautiful new 
shoe store which opened in March in 
the modern Terrace Plaza Hotel Build- 
ing, Cincinnati, is one of the most mod- 
ern and complete footwear establish- 
ments in the country. Owned by the 
Dan Cohen Company, it will be the first 
in a series of similar stores planned to 
open in the next few years. Collier’s 
will cater to the medium and higher 
priced brackets of the shoe trade, fea- 
turing leading footwear brands such as 
French, Shriner & Urner, and Bosto- 
nian for men, Johansen and Vitality 
Shoes for women, Red Goose, Official 
Boy Scout and Buster Brown and Bos- 
tonian Junior Shoes for children and 
boys, and Daniel Green house slippers. 


Designed by Morris Lapidus, archi- 
tect and designer, the Collier’s store is 
a complete department store of shoes 
for the entire family, according to Dan 
A. Collier, president. 


With a 30 foot frontage on the Sixth 
Street side of the hotel building, the 
store has 5,000 square feet of selling 
space. It has two levels, joined by a 
stairway, with separate entrances to 
each. The entrance to the lower level 
leads from the building arcade, di- 
rectly across from the hotel elevators. 


The store has a pleasing and modern 
decorative treatment. Mahogany and 
maple panels are combined with soft 
pastel shade walls and ceilings to give 
a harmonious effect. The display cases 
were built specially by Schwartz Sho- 
Well of Columbus. They have an un- 
usual grain and provide for novel dis- 
play treatment. The lighting was spe- 
cially designed and includes a combina- 
tion of recessed ceiling lights and flu- 
orescent lighting fixtures. 


The street display windows are 
ingeniously arranged to permit the 
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Leases Shoe Section 


In Boston Store 

Boston—Kennedy’s, Inc., 32 Summer 
Street, this city, recently opened a new 
department selling women’s and chil- 
dren’s shoes. The store already has a 
men’s and boys’ department. 

The new department is operated by 
David Kay Shoe Company, Inc., New 
York. Kay now operates six leased de- 
partments and one store. Harold Doug- 
las is the manager, having been in 
charge of the Kay operation at Mangel’s 
Inc., Philadelphia specialty store. 

The department, located on the third 
floor, has a seating capacity of 50, and 
is of the salon type, with stock entirely 
concealed. The color scheme is brown 
and beige, with blond wood trim and 
fixtures. It employs streamlined func- 
tional design with modern decor, in 
keeping with a store-wide renovation 
now in progress. 





New Location 

Miami, Fla.—The Dunlap Shoe Store 
which for many years has been located 
on N. E. First Street, is now in its new 
store at 41 W. Flagler Street. 





View of Collier’s women’s shoe department on main floor. Note com- 
bination of hidden and exposed shelving, unusual arrangement of seats, 


shadow box and subdued lighting. 


maximum amount of display space and 
the window which will be devoted to 
men’s shoes continues on into the inside 
of the store. The front is simple and 
functional in design, carrying out 
the lines of the 24-story hotel building, 
which has no windows below the tenth 
floor, except for those at street level. 

The street level contains women’s, 
corrective and girls’ teen-age depart- 
ments, the lower level being devoted 
to men’s, children’s and sportswear de- 
partments. To the right of the street 
entrance there is a complete accessories 
department which sells bags, costume 
jewelry, hosiery and other costume 
accoutrements. 


Behind the stairway, on the upper 


level, there is an interesting arrange- 
ment of seats. The seats, comfortably 
upholstered in colored leather, are 
placed in several banks at an angle, 
each bank being parallel to the one 
preceding it. Back of each bank there 
is a partition, each providing a single 
display case for the most effective 
showing of the articles placed in it. 
A combination of both open and con- 
cealed shelving is used for stock. 

Edward Gold, formerly manager of 
the shoe departments of Major’s and 
Kauffman’s, Pittsburgh, is store mer- 
chandise manager. 

Additional Collier’s stores are sched- 
uled to be opened this year in Dallas 
and Birmingham. 
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The news is getting around! Women who know 
look for the Trimfoot Man—welcome the relief 
that Trimfoot appliances bring them . . . even in 


their prettiest shoes. Be the Trimfoot Man in 
your store, get your share of profits from the sale 
of Trimfoot . .. and from extra shoe sales you'll 


make to satisfied customers. 


Here’s your opportunity to make extra sales and 
profits. Write to Trimfoot today, let the Trimfoot 
Man from Farmington tell you how to make more 


pay ... more often. 


APPLIANCE PRODUCTS DIVISION 







¢ 





Trimfoot Company e Trimfoot Terracee Farmington, Mo. 





Right Fit Vital 
For Foot Health 


(Continued from Page 45) 


placing such exhibits in public windows 
such as the local bank or health center. 
At the health center you would find 
foot doctors willing to schedule time to 
be present to answer questions and ex- 
plain the need for better foot care. 

In Massachusetts, where the law re- 
quires that the feet of all children be 
examined every year, a special Foot 
Health Week program will be con- 
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ducted. In New York the feature of the 
Week will be the care of children’s feet. 
Speakers wil] be sent into the schools, 
and essay and poster contests conducted 
by the local podiatrist groups. Similar 
programs will be held in schools in 
Nebraska, California, Ohio, Rhode 
Island and several other states. 


The National Foot Health Council 
has already arranged for some public 
health exhibits with speakers before 
women’s clubs, parent-teacher associa- 
tions, letter carriers, service clubs, and 
professional groups. 


Here are nine points which may be 
enlarged or adapted to meet local con- 





ditions and facilities in the observance 
of Foot Health Week: 

1. An attractive window display 
featuring the slogans “Forward Ameri- 
ca on Good Feet” and “Walk and Be 
Healthy”. 

2. Effective newspaper advertise- 
ments emphasizing the importance of 
foot health. These advertisements 
should start on the first Saturday and 
continue through to the next. 

3. Radio messages, especially on 
women’s programs, and the use of tran- 
scriptions or talks wherever time is 
available. 

4. By direct mail announce the 
Week to your mailing list and invite a 
visit to your store to see both style and 
health shoes correct for the occasion. 

5. Use theatre screen to project 
your message on slides, featuring the 
slogans and your outstanding shoes. 

6. Get acquainted with the local doc- 
tors — physicians, podiatrists, chiro- 
podists and orthopedists. Show these 
doctors that you are willing to work 
with them as closely as the druggist 
to fill their prescriptions exactly with 
shoes that fit. 

7. Remind parents that children’s 
feet grow constantly, shoes never do, 
that outgrown shoes cause foot defects 
and deformities. If you can sponsor a 
child foot health poster contest or an 
essay contest, offer a suitable award 
and prizes to the children who submit 
the best material emphasizing foot 
health and better foot care. These 
posters may be displayed in the public 
library and the selections made by a 
competent group of judges such as 
prominent foot doctors, a newspaper 
editor, superintendent of schools or the 
chairman of the parent-teacher or 
women’s clubs. 

8. Arrange for talks before civic 
and service clubs — Rotary, Kiwanis, 
Lions, women’s clubs, P. T. A.’s, Boy 
and Girl Scout groups. You will find 
local podiatrists willing to present 
these talks for you. 

9. With the other shoe stores in your 
town or city plan a public exhibit, 
preferably in the window of the local 
bank or health center. This exhibit 
should be built around the need of 
better foot care for health, comfort and 
efficiency for men, women and children 
in all walks of life. 

You may obtain posters, leaflets, and 
other materials for tying in with Na- 
tional Foot Health Week by writing to 
the National Foot Health Council, Dr. 
Joseph Lelyveld, chairman, Rockland, 
Mass. 


Correction 

Because of a typographical error the 
price for the Brannock Device Junior 
Model, was incorrectly stated in their 
advertisement which appeared in the 
March 15th issue of Boot and Shoe 
Recorder. 

The correct price for the Junior 
Model is $15.00—same as the price for 
the Adult Model. 
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Left: Exterior of the store allows 
the passerby to see into the in- 
terior. The large vestibule allows 
for substantial display space. 


“BLENDED LOOK” 


Interior is done in French Em- 
pire style, with French blue the 
prevailing color. Full length 
mirrors line the walls. 


Featured in Cincinnati Store 


Not Only the Store’s Decoration, but the Merchandise It Sells 
Are Part of a Co-ordination Plan at the French Bootery. 


Unioue in the Midwest is Cincinnati's new exclusive 
salon, the French Bootery. And, we might add, exotic! 
For, combined with the latest modern décor is a deli- 
cate touch of French period decoration and architecture. 

One is struck first of all by an eye-catching exterior. 
Fashioned like an arcade, it is arranged to make the 
looker feel at once that she is indoors. There are six 
showcases lining the side walls and the rear glass wall. 
They extend outward on sizable shelves two feet above 
the patterned floor, the glass cases ranging up to four 
feet in height. The words “French Bootery” appear in 
quaint lettering on the doormat design, with lower case 
letters in place of the usual capitals. 

Similar in shape, but far more prominent in size and 
lustre are the letters of the lighted neon store name. 
The arcade ceiling extends into a shelflike projection 
over the street. On this shelf in large letters with stain- 
less steel backs stretch all the way across the store’s 
expansive width. The shelf reaches between two fluted 
columns on either end. 

The effect of the arcade showcases is heightened by 
two devices. One is the unusual atmosphere from over- 
head lights, the other is the rare and beautiful giant 
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white “cameo” plaques with blue oval background. 
They are all French—in French blue. 


The all-glass doors, and all-glass top of the rear ar- 
cade wall, along with the glass-backed showcases, con- 
tribute to the feeling of being already inside. For the 
passer-by can see through the doors into the drawing- 


room interior. 


Amid all the regal details of the interior there is a 
general effect of relaxation, the result of the Old French 
light blue of the walls. A _ restful, eye-pleasing shade, 
psychologically good. Furniture from the empire pe- 
riod is substantially gray-blue, of velvet-plush, and 
includes several love seats. Most of the furniture lines 
the two walls. There is one centerpiece, consisting of 
an oval all-round upholstered settee, with a raised back 
which will hold an unusual type of shoe display. 


Directly inside between the glass doors, is a circular 
bag case. Tall full-length mirrors line the wall at inter- 
vals, edged on the sides by simulated fluted columns, 
topped by an eggshell-blue pointed arch panel contain- 
ing the fleur de lis. The wall itself is marked by simu- 
lated columns with fleur de lis to top them off. 
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Shoes in the News 





Year by year, the popularity of barefoot sandals and 
sandal-types for young customers continues to grow. 
Mothers are keenly aware of the advantages their children 


Two new unlined sandals 
in the infants’ and children’s 
run from Dr. Posner. These 
are built on scientific oxford 
lasts, and incorporate body 
balance and health features. 
Available in white, red and 
brown. 


derive from light weight open types, yet they insist on 
sandals which will provide ample protection for their 
children’s feet. Manufacturers have spent much time and 


The very open type 
is shown in these two 
samples of infants’ 
and children’s sandals 
from Sandal-Craft, 
Ltd. The infants’ san- 
dal is white; the 
child’s red. 


effort in improving the sandal-types which they are 
offering these youngsters. Concentration has been on 
providing the same amount of support in these open-shoes 
as is inherent in regular lines of shoes — at the same time 
that barefoot freedom is obtained. 


xrerre 


Tue trend toward Summer shoes of a more casual, 
rustic type has been very strong for the past few years. 
Sisal and raffia, multi-color peasant weaves and em- 
broideries have been very popular in play and casual shoes. 
Made on platform soles with low heel wedges these shoes 
were large volume business during the war. 


Two attractive Summer sandals from Fourels. The crepe 
print upper of one and the embroidered Madagascar cloth of 
the other make them adaptable to many kinds of hot weather 
clothes. The four-inch heels and one-inch platforms are made 
entirely of cork. 


With more materials available now, more types and 
styles are being made for Summer with attractive new 
upper and sole materials and treatments. Cool and 
feminine looking and very right with many types of 
country Summer clothes, these shoes point to a trend. 
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As could be expected, the new, better 
PRIMEX is the most imitated shoe fitter 
on the market and for only one reason— 
because it leads in sales and profit 
building features. 


PRIMEX has a threefold purpose—(1) 

to speed the buying decision— (2) to get new, 
permanent customers— (3) to modernize 

and beautify your store. It does all 
three—far over and above all substitutions. 


Note These Special PRIMEX Features: 
%& new X-ray unit %* new low step 
%& new 3-Ray penetration 
% new wide platform * new compact size 
*% 2 year guarantee 


PRIMEX works for you and your 
customer in many ways. It can be your 
star salesman. Before you buy, investigate 
PRIMEX fully. You can’t beat the 

best. For full details, write PRIMEX 


EQUIPMENT CO.., Dept. BS. 
135 So. La Salle St., Chicago 3, Ill. 


PRIMEX ster 2cc22 
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In addition to all other details of craftsmanship, 
if the 





Leather you are sitting pretty. This sole leather 
is something to talk about. It offers you a profit 
able selling feature People who want their 


money's worth in a bottom job will listen to all 


you say 


For Men’s Women’s and Children’s Shoes 


is slo-tanned That means time is allowed for 
the hide substance to become fully tanned. This 
method puts quality into it all the way through 
whatever thickness of sole the shoe carries. You 
are doing a lot for yourself by favoring this sole 


leather because 


“It Makes Any Shoe A Better Shee” 


shoes are bottomed with Kistler Sole 


about its merit 


KISTLER SOLE LEATHER 
The Balanced Bark Tannage 











LEATHER COMPANY 
ESSEX STREET, BOSTON 11, 
WESTERN DEPT. IN CHARGE OF F. A. SHACKELFORD, 744 NORTH FOURTH ST. MILWAUKEE 3, WIS 








MASS 








Shoe and Leather Committee 
Formed to Aid Veterans 


New York.—Announcement has been 
made of a Shoe and Leather Committee 
whose specific purpose is to conduct a 
drive among all leather sources for con- 
tributions of skins and hides for re- 
habilitation and occupational therapy 
wards in veterans’ hospitals. 


Organizational support of the Tan- 
ners’ Council of America, Shoe Manu- 
facturers Board of Trade of New York, 
and the Guild of Better Shoe Manu- 
facturers, has been pledged to insure 
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success and unity in the industry. Mem- 
bers of the advisory council volunteer- 
ing their time and effort, are J. L. Nel- 
son, Benjamin Schwartz, Jack Schaef- 
fer, a retailer; and Frederick Renz. 

According to William Burroughs, 
chairman, every leather source on the 
Eastern seaboard from tanners to man- 
ufacturers, will be contacted in letter 
form, on or about May 1, when the 
drive is inaugurated. They will be asked 
to canvass their leather shops for skins 
and hides of all types, and to send 
them to an assigned veterans’ hospital 
in their vicinity. 

Barney Worthman, head of the foot- 





wear division of Fulton Leather Goods 
Co., has for several years headed an 
organization that has co-operated with 
the American Red Cross in the distri- 
bution of leather for the same purpose. 
Mr. Worthman is still interested in the 
project and prepared to respond to any 
eall from the Red Cross for further 
assistance. 

Donations of this type are most es- 
sential for the continuation of a suc- 
cessful physical rehabilitation and 
occupational therapy program for 
disabled veterans. The primary consid- 





Shown is a bed patient tooling a leather 
purse from a hide of donated leather in 
the Physical Medicine Rehabilitation Serv- 
ice of the Bronx Veterans’ Hospital. N. Y. 


eration of occupational therapy in re- 
ceiving skins and hides is the fact that 
leather work and tooling has become 
a favorite craft today in veterans’ hos- 
pitals. If not for the contributions by 
the leather industry, they would be 
forced to curtail this program. 

The importance of this work to vet- 
erans cannot be overemphasized. It not 
only utilizes idle time, but gives the 
veteran individual instruction and guid- 
ance in useful activities which will not 
only assist in his recovery but enable 
him to gain experience in a vocation 
within the limits of his disability. 

Further information on the part of 
tanners, wholesalers and manufac- 
turers, not on the Eastern seaboard, 
who wish to make a contributien and 
who desire the address of a veterans’ 
hospital in their vicinity, can be ob- 
tained by writing the Shoe and Leather 
Committee, 11 West 42nd Street, New 
York City 


—_—_———_ 


Buffalo Shoe Store 


Bought By Triffleman 


Buffalo, N. Y.—Louis Triffleman has 
announced that he has purchased the 
Buffalo store of Ansonia Shoes at 517 
Main Street and will operate it as an 
Ansonia agency. He will trade under 
the name, Triff Shoes, Inc. 

Mr. Triffleman previously was buyer 
and merchandise manager for Ansonia 
Shoes for 12 years. The local Ansonia 
store was opened about two years ago 
at a cost of approximately $75,000. 
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Fall Price Trend 
Slightly Lower 
(Continued from Page 43) 


national security program, following 
the ERP, may have inflationary effects 
on the national economy. Few, if any 
anticipate, however, any _ situation 
resembling the price confusion that 
developed at the October National Shoe 
Fair and the most widely accepted view 
as this is written is that price changes 
will be slight. 

Retailers, on the other hand, are not 
only interested in lower price shoes but 
in many instances are convinced that, 


ETERANS OF FOREIGN WARS 





regardless of the views of manufac- 
turers, they are confronted with a situ- 
ation that will compel them to offer 
lower-priced footwear to their cus- 
tomers. Sharp increases in living costs 
generally have made consumers keenly 
conscious of prices and values. Retail 
shoe business has picked up in recent 
weeks, but many retailers still fee] that 
the days of free and easy spending on 
a broad scale are definitely past and 
that from now on values will be more 
important, Manufacturers also are 
recognizing this situation and some 
have created new lines priced to meet 
the present ideas of the retail buyers 
and the public. 

From the standpoint of program and 
procedure, this week’s Shoe Fair fol- 
lowed closely the pattern of those held 
in previous seasons. It was officially 
opened on Monday with a _ luncheon 
meeting in the ballroom of the Stevens 
Hotel, officially headquarters of the 
show. Due to the fact that another con- 
vention had engaged the facilities of 
the Palmer House, that hostelry was 
not available at this time, either for 
meetings or exhibits. The hotels pro- 
viding the 1180 exhibit spaces occupied 
by 580 firms were the Stevens, the 
Morrison, the Congress Hotel and Hotel 
Chicagoan. It was announced that the 
Palmer House will again be utilized as 
an exhibition hotel at the Autumn Na- 
tional Shoe Fair, to be held October 
25-28. 

Official welcoming speeches were 
given at Monday’s luncheon by Law- 


May 1, 1948 





4, 
"More reasons why 





windows. 


fairly priced footwear! 


THE 
KRIPPENDORF-DITTMANN 
COMPANY 
Cincinnati, Ohio 
New York Showroom 
Marbridge Building 


“Makers of women's fine footwear 
since 1872” 





rence B. Sheppard, president of the 
National Shoe Manufacturers Associa- 
tion, and George B. Hess, president 
of the National Shoe Retailers Associa- 
tion. The principal speaker of the day 
was Representative Fred A. Hartley, 
Jr., of New Jersey, co-author with Sen- 
ator Bob Taft, of Ohio, of the Taft 
Hartley labor relations act. He dis- 
cussed current labor problems in the 
light of recent developments. 
Scheduled for Tuesday’s luncheon 
session was a talk by Elmo Roper, 
business analyst and statistician, whose 
forecasts of elections and other public 
opinion surveys have attracted nationa! 
attention. His subject was the study 
his organization has recently made un- 
der the joint direction of NSMA and 
NSRA to ascertain the attitude of 
American consumers toward footwear. 
In addition to these luncheon meet- 
ings there were daily business clinics on 


FOOT REST customers come 
back for another pair!” 


YES! Krippendorf dealers are not only backed by 

consistent *national advertising, but they're 
also given attractive easel cards each season featuring 
this advertising, for use on their counters and in their 


This tells the millions of women from coast to coast, 
who read about Foot Rest Shoes in their favorite maga- 
zines, where they can get this beautiful, comfortable, 


Get in touch with us — find out how you, too, can 
become a K-D dealer. and start cashing in on the repeat 
business for which Foot Rest Shoes are famous 













ae 
Arippender, 
FOOT REST 


and $10.95 
V ar t (a few styles 
CRierexie’ higher ) 





* Nationally advertised in Vogue, Ladies’ Home Journal, Mademoiselle, Woman's 
Home Companion, Good Housekeeping, The Grade Teacher, and The Instructor 


expense control and store management, 
staffed by members of the School of 
Commerce of Northwestern University. 
These experts gave visiting retailers 
who attended the clinics advice and 
assistance on various problems of retail 
management. The group was headed by 
Professor James R. Hawkinson, chair- 
man of the department of marketing 
at Northwestern. Others of the staff 
included Ira D. Anderson and William 
F. Brown, both associate professors of 
marketing. The clinics were held in the 
exhibition hall of the Stevens Hotel. 


Aside from these program features, 
the Shoe Fair was planned with the 
idea of leaving retailers free to devote 
the greater part of their time to inspec- 
tion of exhibits, studying styles and 
merchandise lines and contacting the 
manufacturers’ representative in at- 
tendance at Chicago. 
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Priced at $9.95 
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D* Scholls 
PEDICREME 


(VANISHING CREAM) 


FOR HOT, SORE, PAINFUL 
TIRED, SENSITIVE FEET 


70% of your customers 
have need for this wonder- 
fully effective, nationally 
advertised foot relief! 
Makes a “hit” with every- 
one who tries it. Retails at 
50¢ a tube. Wholesale, 
$4.00 dozen. Order today! 


THE SCHOLL MFG. CO., Inc. 
213 W. Schiller St.. Chicago 10, lil. 
62 W. 14th St, New York 11, N.Y. * 
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the Quality M@ccasin 
at the Quantity Price 
$3.95 retail 


WW make Moccasins— 
That’s all we make! 
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Melville Elects Three To Board Of Directors 





J. BRENT WELLS 


New York — Three Melville Shoe 
Corporation vice-presidents, George 
Dick, Lester R, Fallon, and J. Brent 
Wells were elected to the company’s 
board of directors at the annual stock- 
holders meeting held recently. All were 
made vice-presidents in 1946. 

Melville Shoe operates 513 Thom 
McAn stores in more than 300 cities 
throughout the United States and 11 
John Ward stores in the East. 

The new board members were elected 
to enlarge the board and give it broader 
retail representation. Together they 
have over sixty years experience in the 
shoe business, 

George Dick, vice-president in charge 
of shoe merchandising, started with 
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LESTER R. 





FALLON GEORGE DICK 


Melville in 1917 as an elevator operator, 
worked up through the company, be- 
came merchandise manager in 1940. 

Lester R. Fallon, vice-president and 
general manager of Thom McAn men’s 
stores, began his business career as a 
shoe salesman, joined Melville in 1928 
in the retail operations department. He 
was Thom McAn sales director before 
becoming a vice-president. 

J. Brent Wells, vice-president in 
charge of sales promotion and general 
manager of the John Ward chain, 
started as a John Ward outside sales 
correspondent in 1925. He was made 
assistant to the comptroller of the 
corporation in 1926, assistant to the 
general manager in 1927,and assistant 





HUSSCO SHOE CO. + 1328 BROADWAY °K TG 


to the President and chairman of the 
budget committee in 1928. 


Shoe Club Addressed By 
Irving Glass at Meeting 


New York — The Shoe Club, Inc., of 
this city, at their meeting held recently, 
were honored to have as guest speaker, 
Irving Glass, executive vice-president 
of the Tanners Council, and leading 
authority on economic conditions in the 
hide and leather industries. 

The open meeting and dinner at the 
Hotel McAlpin, was also highlighted 
by the presence of Dr. John L. Levbarg, 
distinguished physician, formerly of the 
United States Army Medical Corps, Dr. 
Levbarg entertained a full house on the 
subject of hypnotism. Being one of the 
foremost authorities on hypnosis and 
its use in corrective medicine, his lec- 
ture and demonstrations were instruc- 
tive as well as entertaining. 





Correction 


Due to a typographical error, the 
price of the U. S. Navy (style) OX- 
FORDS advertised on page 328 of the 
April 15th issue of Boot and Shoe Re- 
corder by Kandel Shoe Company was 
misquoted. The correct price for these 
oxfords is $5.25 per pair. 
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Circus Queen Outfitted by Stewart-Romero 





Elected as Queen of the 12th Annual Desert Circus at Palm Springs, Calit., 
Marilyn McKay is pictured here with Ronny Stewart of the Stewart-Romero Boot Co. 
The big four-day fiesta attracted some 20,000 persons, all of whom entered into the 
spirit of the “Old West” mode of enjoying life with Western clothes, a Western way of 
living and Western fun. Queen Marilyn McKay was presented with a hand-embroidered 
outfit by Ronny Stewart, who also gave her a pair of his handmade Western boots to 


match her outfit. 


Plan Official Showings 
Of Volume Shoes 


New York—Discussions have been 
held between leaders of the volume 
trade shoe industry in an effort to im- 
prove the timing and facilities of trade 
showings of footwear for the mass dis- 
tribution market. These discussions 
have developed to the point where plans 
are now under consideration for the 
joint sponsorship through the official 
trade associations of the volume shoe 
industry, namely, the National Associ- 
ation of Shoe Chain Stores and the 
New England Shoe and Leather Associ- 
ation, of a program of national volume 
shoe market weeks twice each year 
Announcements of time and place of 
these showings will be made shortly by 
a joint association committee repre- 
senting the volume shoe industry. 

To be certain that there would be no 
conflict between the proposed volume 
shoe market and the National Shoe 
Fairs in Chicago, officials of the above 
associations discussed these plans with 
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officials of the National Shoe Retailers 
Association and the National Shoe 
Manufacturers Association, which 
groups sponsor the National Shoe Fairs. 


Remodeling Shoe Store 


Corning, N. Y. — A new front is 
being installed and interior improve- 
ments made at the Clark Shoe Store, 
located here at 6 East Market Street 
for the past 59 years. The front will be 
of gray green structural glass. New 
display windows are being constructed 
and interior lights are being replaced 
by fluorescent fixtures. 


Correction 


The price of the Gerda Footwear 
“Buy of the Month” style No. 372— 
women’s satin ballet slipper—should be 
$1.60 per pair, rather than $1.65 as 
quoted in Boot and Shoe Recorder, 
April Ist issue. 


Stresses Need for 
Real Merchandising 


Milwaukee, Wis. — Speaking before 
a gathering of 500 representatives of 
apparel manufacturers and shoe manu- 
facturers and merchandisers in April 
at a meeting of the Wisconsin Apparel 
Manufacturers, Inc., here, Irving Glass, 
executive vice-president of the Tanners 
Council and a leading authority on 
economic conditions in the hide and 
leather industries, gave his views on 
“Merchandising Leather Products”. 

The highlights of his speech follow: 

“There are several reasons why this 
is a vital and opportune time for every 
industry producing consumers’ goods 
to re-examine its merchandising con- 
cepts and to test its thinking about 
market potentials. Probably the most 
important reason of all is the accumu- 
lating evidence that business is moving 
back towards a competitive basis. For 
approximately seven years, this country 
has seen a distortion without precedent 
in economic values, in ways of doing 
business, in the unbalance between 
supply and demand, Seller’s markets 
and buyers’ markets usually alternate 
with neither side holding any great 
advantage for more than a few months 
at a time. Since 1941, however we have 
had a sellers’ market without parallel. 
Last year there were the first signs of 
a return to normalcy. An era has ended, 
and we are now moving into a period 
where goods must again be sold, where 
distribution becomes a major task, 
where the critical test of consumer ac- 
ceptance determines the success or fail- 
ure. A crucial factor is that competi- 
tion has returned for the consumers’ 
dollar. Goods are no longer accepted 
merely by virtue of the fact that they 
are available; they must gain accep- 
tance in competition with other prod- 
ucts scrambling for a cut of the con- 
sumers’ dollar. 

“No one is in a position to know 
whether an expanding scale of military 
production will interrupt the achieve- 
ment of postwar normalcy. It would 
seem a wise course to appraise present 
facts for what they are and work with 
those facts. 

“Leather has a merchandising ad- 
vantage which has been only dimly 
recognized and never fully exploited. 
This represents a conclusion we of the 
tanning industry have reached from an 
evaluation of consumer demand during 
and after the war years and from sur- 
veys of consumer cross sections which 
adequately reflect your market. 

“To be successful, merchandising 
must know its market and that market 
is the consumer. To take the consumer 
for granted as a fixed and unchanging 
bundle of responses is deadly, because 
other products may be busy harnessing 
powerful motives or appeals. 

“Leather has potentialities and ad- 
vantages for merchandising which have 
not yet been explored. Leather meets 
the test of the most basic of all mer 
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THE “INVISIBLE” SHOE FORM! 


CLEAR PLASTIC! FITS EITHER SHOE. 
MAIL THIS CONVENIENT ORDER BLANK TODAY! 


PRICE LIST " . Sizes ann 
Par Pale cccccscccceccce $ 1.25 ea. > 5 600¢aneseueenee ‘- oes 
yo Oi, ence veseaee 15.00 doz. Large ‘essenwuee 512-6 Shoes 
WD Mic ccccacevens 13.50 doz. Trade Mork Registered" 


([] 1 doz. small @ 15.00 [) 3 doz. small @ 13.50 [7] 4 doz. small @ 12.00 

[} 1 doz. large @ 15.00 [) 3 doz. large @ 13.50 [) 4 doz. large @ 12.00 

() SEND........... PAIR @ $1.25 PER PAIR. [[] LARGE (] SMALL 

oO Please send, without obligation, your catalog ‘Modern Design on Display’’ 
containing 60 illustrations of modern fixtures. 





OEE 
EE 
City. 


ROGER KENT. COMPANY... Pde 
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San Francisco, Calit.—‘“Now is the time to show the public plenty of good mer- 
chandise in an effective and attractive manner,” said H. L. Wayne, shoe buyer for 
Livingston Bros. In order to create the impression that a ready-to-wear store has as 
complete a line of footwear as any store in the community, the store went all-out on 
promoting quality footwear. Presented in an eye-catching fashion, beautifully designed 
Spring shoe styles were featured in the store's nine large display windows. The displays 
evoked excellent response, proof that women are always in th market for pretty shoes. 
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For Sales Impelling... 
POINT OF PURCHASE DISPLAY 

















THE SHOE DISPLAY DE LUXE 


"Dumb Clerk” does a mammoth 
[job of selling at point of purchase. 
Holds shoes in attractive posi- 
tion, either on walls or extended 
from shelves. It's a beauty! Inex- 
pensive, too! It will pay salesmen 
to write for territories and prices. 
Shoe dealers write for information. 


DumB CLERK 


C. M. BYE, Mgr 
OSSEO, WISCONSIN 





Stresses Need for 


Real Merchandising 


(Continued from Page 79) 
chandising appeals because it is the 
positive evidence of the value and util- 
ity which consumers want. Leather 
offers that element of individuality 
which even the mass product requires 
if it is to justify a claim to a proper 
share of the consumers’ dollar. 

“What are some of the basic con- 
sumer appeals that merchandising must 
seize upon and the parallel properties 
or advantages of leather? The first, and 
in some respects the most important, 
is the consumer desire for greater 
value. Obviously, the search for value 
stems from economic factors, from the 
necessity for a more careful utilization 
of available income. 

“Every consumer knows consciously 
or unconsciously that many types of 
goods on the market during the past 
five or six years were exaggerated in 
price and deficient in relative value. 
We have had a striking illustration of 
the strength in consumer appraisal 
value in the shoe business where the 
end of the period of extreme leather 
scarcity brought with it a remarkable 
shift away from the ersatz and the 
makeshift toward the all-leather shoe. 
Last year, for example, out of the total 
shoe production some 60 million pairs 


(Turn to Page 107, Please) 
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Shoe Store Features 
Unusual Design 


Minneapolis, Minn. — How a basement store may be 
given distinctive treatment to accent spaciousness and 
individuality is exemplified in the Mary Jane Shoe shop 
recently opened in the new Fashion Center here. 

Faced with a choice of utilizing the street floor with a 
capacity of 60 customer seats or a basement operation 
which would provide room for 200, the management 
decided on the latter. 





Over-all view of salon, showing mezzanine effect of upper 
floor and open effect of two-story ceiling for the lower floor. 
A selling section is behind the stairway, making four spacious 
selling units. 


To make the basement store as open in effect as a street 
salon, the upper floor was removed except for a broad 
entrance way, a part of which is utilized for selling spacc 
for correlated merchandise — hosiery, gloves, and hand- 
bags. A mezzanine effect was thus achieved with 
cmphasis placed on the lower floor. 

A wide stairway, strikingly designed with blond maple 
and corrugated glass railing, leads to the shoe salon below. 
A wall at the side of the stairway, mirrored from ceiling 
tc the lower floor, unifies, through reflection, the mezza- 
nine and the salon, adding to the open effect. 

Modern lighting and color effects add to the distinction 
of the setting. The floor is broken up in several selling 
sections, each with its own color background. Feminine 
pastel colors are used, all harmonizing. 

Cold cathode lighting is used in the center ceiling and 
ir cases. The remainder of the store is lighted with spots, 
of which more than a hundred are employed. The result 
of the combination is an equal distribution of light, so 
that while brilliantly lighted, there is no glare in any part 
of the store. 

A second handbag section is set up in the main salon. 
This is accented with hanging spots and an egg crate 
ceiling. Ensemble purchasing is thus suggested and made 
convenient for the customer. 

A slipper bar, placed so that it can be seen immediately 
by those descending the stairway, adds color. This is 
flexible, to be used for play shoes during the season. 
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COMPARE 


... we always say and a national shoe 
retailer did just that. At their buying head- 
quarters they engaged unbiased electrical 
and mechanical engineers to check all 

three, Adrian and the other two leading 
X-Ray shoe fitting machines, for design CP 
features and durability—they engaged . z 
physicists and rhentgenoligists to test all 
three for safety. All reported that the 
Adrian was far superior in every way 
and recommended the Adrian as the 
machine to buy. 






As a result of this experi- Mile 
ment this national :, eS 
retailer is placing all 
future orders for Adrian 
equipment exclusively. 


Send for New Catalog—No Obligation. \f 
oe: AORIAN & SONS 


MPAWN 
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FOULS WYMAN 2 on rw. 


This is it! Authoritative! Brand-accepted! The whole ball 
of wax for a rousing summer promotion. Pre-sold from 
coast-to-coast by a striking advertisement in COLOR... 
SATURDAY EVENING POST, JUNE 12. Primed with out- 
standing merchandising material to pipe-in this initial 
impact into your locality. A complete package that’s 
just one salvo in the consistent year ‘round promotional 
activity of BOSTONIAN SHOES. Worth investigating for 
your locality? You bet it is! 


Write: BOSTONIANS, Whitman, Massachusetts 
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hoe News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Some Prices Reduced at New York Shows 


The Guild of Better Shoe Manufacturers and Board of Trade Hold Early 
Fall Openings at Hotel McAlpin. 


New York — A varied price condi- 
tion and a rather slow buying situation 
prevailed at the early Fall opening held 
during the week of April 18th, by seven- 
teen members of The Guild of Better 
Shoe Manufacturers. Meanwhile, fifty- 
five members of the Shoe Manufactur- 
ers Board of Trade, Inc., which includes 
Guild firms, held their first postwar 
Fall showing, with the same conditions 
prevailing. Both were held at the Hotel 
McAlpin, here. 

Price reductions on women’s shoes 
range from 25 cents to $1 a pair at 
wholesale, or approximately 50 cents 
to $2 at retail, were made by about a 
dozen of the seventeen members of the 
Guild. Several manufacturers held 
prices firm because they had cut prices 
recently when the hide market sof- 
tened. As for the Board of Trade 
group, a number of manufacturers 
made price cuts ranging up to $1.25 a 
pair prior to the show. 

“The concensus of Guild officials is 
that the present firming of the hide 
market, the continued high cost of pro- 
duction and many uncertainties, not- 
ably labor, make it virtually impossible 
to figure our high production costs,” 
stated L. Sachar, president of the Guild 
and vice-president of M. Wolf Sons, 
Inc. “Manufacturers in this area are 
awaiting the outcome of meetings with 
labor which will be held soon. Also, 
every Guild member is greatly con- 
cerned over the fact that fitting room 
costs and all pattern costs are at an 
all-time high today when manufactur- 
ers of high-grade shoes have put’ into 
their lines a greater number of new 
patterns than they have had in many 
years.” 

Irving E. Grossmann, executive di- 
rector of the manufacturing divisions 
of I. Miller & Sons, Inc., and former 
president of the Guild, said, “Our prices 
have just been reviewed for the pur- 
pose of making certain they are based 
upon the prevailing cost of leather and 
labor. We are making adjustments in 
prices even at the expense of reducing 
profits to give greater values and to 
insure greater production for our fac- 
tory workers.” 

An excellent buyer attendance from 
all over the country was in New York 
for the shows, with buyers very selec- 
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tive in their purchasing which was done 
for a short term delivery period. The 
scheduled delivery date of shoes bought 
at the show was for June and July, with 
a portion of July shipments slated for 
early August due to a labor holiday in 
all New York factories the first two 
weeks in July. 

“The short buying term is construc- 
tive,” said Mr. Sachar, “as it will enable 
the buyer to receive new shoes monthly 
since he will come to the market to see 
his resources often. This will give the 
retailer an opportunity to keep his 
pulse on local conditions and to make 
shoe purchases accordingly. The com- 
ment of many of the shoe buyers here 
for the early Fall opening confirms the 
benefits to be derived from this buying 
plan. Their reaction is one of optimism, 
with new shoe styles the first thing 
they are asking for as they firmly be- 
lieve having the new in shoe fashions 
is of greater importance than having 
shoes at a price.” 

Morgan Grossman, president of the 
Shoe manufacturers Board of Trade, 
said prices at the McAlpin exhibits 
were firm and “will stay as they are for 
six months to come.” The shoes shown, 
he said, retail from $10 to $35. Buyer 
response, he added, was better than an- 
ticipated. 

“Buyers are shopping around, but 
are apparently losing their fear of 
prices, and believe they are at a low 
point,” Mr. Grossman said. 

The footwear featured at these cpen- 
ings were street, dress, dinner and eve- 
ning styles for early Fall wear and 
some back-to-school shoes. Simple ele- 
gance was the dominant mood of the 
collections, and many shoes had in- 
tricate jewelry-type detailing built into 
them. 

The newness in the showings was in 
silhouette, patterns, lasts, heels and 
colors. Shoes that button-up were 
among the new ideas. The closed toe 
loomed for major consideration usually 
on new closed-toe lasts. But, the open 
toe continues to be ordered. “It is not 
alone the women of all ages who con- 
tinue to want the open toe. The young- 
sters of the newer generation have not 
yet worn the all-closed shoe. We must 
think of them and continue to make 

(Turn to Page 85, Please) 


Frank Whitelam Retires 
From R. H. Fyfe 


Detroit, Mich.—Frank E. Whitelam, 
display director of the R. H. Fyfe & Co., 
here, retired as of April Ist, it has been 
announced. 

Mr.Whitelam, well known in Detroit 
and national display circles, has been 
in the display field for over forty-six 
years, thirty-five of them spent with 





F. E. WHITELAM 


the Fyfe organization. During his years 
at Fyfe’s, his outstanding windows 
have won many national and local 
awards. He has been an enthusiastic 
and active member of the Detroit Dis- 
play Club, having held the office of 
president. He has also been program 
and entertainment chairman for na- 
tional display conventions held in De- 
troit. Mr. Whitelam now holds the 
office of chairman of the board of the 
International Association of Display. 

The Whitelams’ plans include a trip 
to the West Coast to visit their son, 
Reed Whitelam. 





Murty Appointed Army 


Footwear Technologist 

Washington, D. C.—Appointment of 
O. G. Murty of St. Louis, Mo., as Army 
footwear technologist was announced 
recently by the Department of the 
Army. He will serve in the Research 
and Development Branch, Office of The 
Quartermaster General, Washington, 
D. C. 

Mr. Murty was connected with the 
International Shoe Company for 18 
years, serving in various capacities and 
specializing in production of patterns 
and practical construction of men’s and 
women’s footwear. 
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DICK BARNES 
President, Ohio Shoe 
Travelers Club 


Cincinnati, O. — Shoe buyers who 
like to mix a little pleasure and relax- 
ation with their job selecting the right 
line at the right price and for the right 
purpose will find the Cincinnati Shoe 
Fair one of the most interesting events 
of the current buying season. Sponsored 
by the Ohio Shoe Travelers Club, some 
250 exhibits of shoes have been booked 
for display from May 16th through the 
19th at two of Cincinnati's leading 
hotels, the Gibson and the Netherland- 
Plaza. The exhibits include a long list 
of nationally advertised and well known 
lines not heretofore shown at this event. 

The displays will open on Sunday, 
May 16th and remain open through 
Wednesday. On Tuesday evening a 
banquet, floor show and dance will take 
place on the Hote] Gibson Roof Garden. 
Set against a background of two orches- 
tras, the floor snow is to include top- 
notch talent from reature acts in vari- 


Family Shoe Store 
Opens in Colorado 

Aurora, Colo. — Morgan Brimlow, 
who regards prospective customers as 
friendly neighbors, recently opened the 
Family Shoe Store, here. He endowed 
the store with an atmosphere of relax- 
ation, so that his customers would find 
shopping for shoes a pleasure. 

Mr. Brimlow has given his store a 
Western flair, with a “Men’s Boot Bar” 
and a “Corral Gate” as features of his 
men’s department. Navajo rugs adorn 
floors and walls. A lariat rope guides 
male customers from the ground floor 
(dedicated to women’s and children’s 
footwear) down a winding staircase 
where nationally advertised men’s shoes 
and boots, exclusively, are available; 
but not visibly, since all merchandise 
is stocked on concealed shelves. 

The frontier flair is emphasized by 
old-fashioned oil lamps cunningly con- 
verted to electricity; ranch style furni- 
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LARRY MINOR 


State Show Chairman 


Hotels, Is Stirring Advance Interest 


a 





ous fields of entertainment. One high- 
light is to be a radio quiz program 
staged by one of Cincinnati’s popular 
broadcasting station program directors. 
Ruth Best, Cincinnati booking agent has 
handled the professional entertainment. 
Special favors will be given to the 
ladies at the banquet. 

On Wednesday afternoon the first 
annual Ohio Shoe Travelers Club golf 
tournament will get under way. It is 
to be preceded by a buffet luncheon. 
All visiting shoe men are invited to 
enter the tournament. Contestants are 
to be divided into two divisions; retail- 
ers and buyers in one and shoe travel- 
ers and manufacturers in the other. The 
golfer with the low-net score of the day 
will be awarded the Boot and Shoe 
Recorder trophy. In addition, there will 
be awarded prize cups to the first, sec- 
ond and third ranking players in both 
the low gross and low net classifica- 
tions in both divisions making thirteen 
prize cups in all. 


ture and other reminders of Aurora 
when the community was an outpost of 
civilization. However, the Family Shoe 
Store is completely up-to-date with in- 
direct lighting and a modernistic store 
front. 

Asphalt tile floors and natural gum 
wood interior finishing are fully syn- 
chronized in the harmonizing of past 
and present eras. 





Frank Werner Company Is 
Expanding In California 


San Francisco — Keeping its busi- 
ness in pace with the rapid growth of 
the West, the Frank Werner Company 
of this city, is expanding down the 
Peninsula to Burlington, California. 

Nelly Gaffney’s exclusive ladies’ 
wear, opening the middle of April at 
1460 Burlingame Ave., includes a ladies’ 
shoe department operated by the Frank 
Werner Company. 





M. C. SWAN 


Chairman of Publicity 





Heavy Bookings Announced by Cincinnati Shoe Fair Committee 


Middle Western Event, Scheduled for May 16th through 19th at Two Cincinnati 





MAX KRAUS 


Cincinnati Shoe Fair 
Committee Chairman 


Max Kraus, Cincinnati district repre- 
sentative for Roberts, Johnson & Rand, 
is serving as general chairman of the 
Cincinnati Shoe Fair Committee. Burt 
Jackson is co-chairman. Larry Minor, 
state show chairman, is handling room 
assignments; M. C. Swan, publicity, and 
Sammy Grossman, souvenir program. 
Others working with Mr. Kraus on the 
fair committee are: Ira Longini, Ed 
Horn, John Ludwig, Bob Nunn and 
Florence Guenzer. 

The Ohio Shoe Travelers Club has 
close to 300 members. Its officers and 
directors are: Dick Barnes, president; 
Bob Newcomb, first vice-president; 
Burt Jackson, second vice-president; 
Lester Abrams, secretary and treas- 
urer; M. C. Swan, board chairman; 
Larry Minor, state show chairman; 
Harry Minor, Columbus show chair- 
man; Max Kraus, Cincinnati show 
chairman; Ira Longini, Ray Randall, 
Walter Skinner, Sammy Grossman, 
Elroy Beil. 





Mr. James Karuza, formerly assis- 
tant manager at Werner’s Geary street 
store, will be the Burlingame manager 

Only high grade shoes will be car- 
ried. 





Store Purchased by 
Orthopedic Expert 


Stevens Point, Wis. — Now open for 
business at 113 Northeast Public Square 
here, is Karp’s X-Ray Bootery, under 
the ownership of Jack B. Karp, for- 
merly of Milwaukee. Karp purchased the 
business, which has been known as the 
Square Bootery, from Mrs. Helen Smith. 

With more than twenty years in the 
shoe business, Mr. Karp was employed 
by the Brouwer Shoe Co. in Milwaukee 
before leaving to start his store here. 
He has completed courses in orthopedic 
fitting, specializing in children’s shoes. 
The store features shoes for the whole 
family. 
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Some Prices Reduced 
At New York Shows 


(Continued from Page 83) 


open-toe shoes. Even our closed shoes 
will have some open areas and not be 
too closed,” said Charles Fox, Zucker- 
man & Fox, Inc., first vice-president 
of the Guild. 


Shoes with high toplines, strap in- 
terpretations and sandals were present 
in all showings. Remaining the favorite 
pattern, the pump was given new de- 
sign attention and there were many 
new pump ideas in addition to the opera. 
New spat themes and ties were fea- 
tured in many collections. The shaped 
heel, including the Louis, and the nar- 
rower toe were high-fashion factors. 
The dressy touch was much in evidence 
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Your inventory “picture” at a glance, 
STOCK RECORD BOOK 


Shows each size and width of each style or stock number. 


Helps you avoid freezing capital in hazard sizes and to 
keep an accurate tab on your best selling seelctions. 


with this handy 


—and forms— 





© 
Black Cloth binder—11%" x 13%” $2.50 
100 Daily Sales and Stock Sheets, (Form #100) 
and 1 Comparison Form #105 3.00 
1 Inventory Pad (100) sheets #106 0.50 


(5 pads $2.00) (10 pads $3.50) 
1 Buying Order Pad (100 sheets—50 orig. 50 dup.) 
#107 (5 pads $1.75; 10 pads $3.00) 0.40 
Master Stock Sheets——- Form #103. Fits Binder 
Adaptable for 
(1044" x 134%") 100 for 3.50 


(Sample sheets with guide for use sent on request) 


Comparison records, 4c each 











(Size 5” x3”) 








Sales Record Slips: Form D per pad (100 slips) 0.25 
(100 pads $20.00) 


Refund Record Slips: 


Form E per pad (85 slips) 0.25 
(10 pads $2.10) 
Customer Record Cards: Form F, 100 0.75 


(500-$3.50) (1000-$6.00) 





Shoe Carton Tickets—Form H—1%2” x 3%” 


1000 2.25 
5000 10.00 
Form H with Simplex Clips 1000 2.50 
5000 11.25 
PROFIT CHARTS (Celluloid Holder) SOc each; an 
accurate method of figuring selling prices 
(30 Charts at $22.50; 100 at $40.00) 


(Prices listed are F.O.B. Chicago) 


Check with order, please, unless C.O.D. Shipment is 
preferred. Add 10% of vajue to cover shipment if check 
accompanies order. 


Orders filled for any forms preferred. 


Merchants Service Dept. 
209 S. State Street, Chicago, IIl. 


x**K* 











in shoes for all occasions, but special 
consideration was given dressy shoes 
with medium heels which have had 
a strong call in retail] stores recently. 

Design interest at the back of the 
shoe to go with the back interest in 
apparel included back tabs and step- 
ladder effects. Filigree cutwork on the 
vamps and button trims were among 
the accents receiving buyer attention. 
Platforms, particularly % and % inch 
heights, remained in strong favor. 

When a spat fashion enters the shoe 
picture, it brings in the shoe with two 
colors and two leathers, the outstand- 
ing combinations being gray with black 
and suede with reptile. In addition to 
black, which was strong in sales, the 
featured colors were browns, navy 
green, gray and bronze. The dark airy 
shoe was widely ordered. The leather 
given most emphasis was suede. 


O’Connor & Goldberg 


Feature Welts for Spring 

Chicago—Welt shoes are playing an 
important part in men’s Spring shoe 
business at O’Connor & Goldberg stores 
here. A full page newspaper advertise- 
ment on April 8 introduced the “Won- 
der Welts” for the first time. 

Spring shoes in these welt patterns 
are offered in a variety of patterns, in- 
corporating the notched welt in brogues, 
bluchers, moccasins, and gillie ties. All 
shoes in the opening promotion were in 
the brown family, including a very light 
tan calibash, two tone tan, and all over 
Gambola. Protective value of the heavy 
welt is stressed in promotions, 

Harry Silver, men’s shoe buyer for 
O’Connor & Goldberg, states he expects 
an excellent response. 
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BALLERINA by GERDA 


NEW BALLERINA 
With Removable Ankle Strop 
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Elk Leather 
V Throat pottern 2 
Aa 
a Durable sole Zz 
a Box toe Zz 
< 6132—Block Elk Zz 
# — 6332—Block Suede e 
? 6432—White Elk $2.35 Z 
6632—Red Elk 
2 6732—Green Elk 
QA 9832—Gold Ek $2.60 
~ Sizes 4-9 M Widt! 
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Samples on Request 
Packed in attractive 
Galure boxes 
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Truly the tops in fashion, the new Ballerina, in plump elk, by Gerda, is just the shoe 
you need to increase your sales. A removable ankle strap makes it an all around shoe 
for street wear, dancing or the beach. Light, gay and so irresistible that your 
customers will want them on sight. Another sales promoter for you — from Gerda, 
the House of Hits, where “prices are down and volume is up.” 


GERDA FOOTWEAR CO. INC 


DUANE STREET, NEW YORK 13 
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Record Turnout at New England Show 


Shoe Manufacturers and Retailers Meet in Boston During Market Week 
To Discuss Difficulties Resulting from Recent Break in Hide Prices 


Boston — Spotty business in many that these big buyers had more on their 
parts of the country, uncertainty about minds than placing orders. They came 
the price trend, excess inventories, and to Boston to discuss deliveries, quotas, 
the inability of some manufacturers to styles, materials and prices — all mat- 
quote firm prices at this time on shoes ters requiring thorough exploration 
designed to sell next Fall, combined to prior to actual buying. 
make New England Shoe Market Week What buying there was at this hotel 











N. Hess’ Sons Mark 


Seventy-fifth Anniversary 








(Our 75% Year 
1ee8 —_— 





Baltimore, Md.—N. Hess Sons recent- 
ly ran a full-page ad in the local papers 
celebrating their 75th anniversary. The 
ad read in part: “We are proud to have 
become a Maryland institution—proud 
that three generations of the Hess family 
have been able to serve you. We thank 
you, Marylanders, all of you for your faith 
and confidence that have made this pos- 
sible. It is our hope that we will prove 
even more worthy in the future.” 





intimations not only that buying is to 
be deferred to some future time, but 
also that many merchants feel that the 
downward price trend is well enough 
established to make delay the part of 
wisdom. Though admitting that there 
is in this reasoning an element of wish- 
ful thinking, they nevertheless con- 
tended that the program they have 
mapped out for themselves will be ad- 
hered to until they have been proven 
right, or wrong. 

There were reliable reports of in- 
direct price cuts, some of which took the 
form of increased allowances for ad- 


not a buying show in the sense that 
these words are ordinarily used but 
rather a meeting place where manu- 
facturer and buyer sat down and re- 
solved many of the difficulties which 
have plagued them since the break in 
hide prices several weeks ago. 

At the Statler Hotel, where most of 
New England’s volume manufacturers 
displayed their merchandise, it was re- 
ported that on April 5, the first day of 
the show, there was the largest number 
of volume buyers ever to attend an af- 
fair of this kind. “Every important mail 
order, chain store organization and 
wholesaler in the country was repre- 
sented,” reported Maxwell Field, who, 
in his capacity as executive vice-presi- 
dent of the New England Shoe and 
Leather Association, was also manager 
of the show, “Included in this atten- 
dance,” he said, “were many from as 
far away as the West Coast and the 
South.” 

Checks with manufacturers showed 
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fell into two categories, fill-in orders 
for immediate shipment and longer 
range buying of staple styles with the 
question of price left open. Of the latter 
there was comparatively little since 
doubts have been planted in the minds 
of many retail operators by the action 
of some of the larger producing com- 
panies in reducing their prices on 
Spring lines while refraining from 
committing themselves at this time on 
price lists for Fall. 

At the Parker House, where higher 
grade manufacturers displayed, some 
of them under NESLA auspices and 
others under the sponsorship of the 
Boston Shoe Travelers’ Association, 
business was confined largely to orders 
for immediate shipment to replace 
pairage reduced by good weather busi- 
ness since Easter. Retailers from all 
parts of New England and from New 
York state and Pennsylvania, as well, 
attended in fair numbers. 

Here again, however, there were clear 


vertising given by the manufacturer to 
the refailer; as well as some even less 
direct contributions to the merchant’s 


cost of doing business. 


And there were fewer participants 
than in other years since many of the 
high-grade firms were unable to supply 
their salesmen with samples in time 
for the show and others, as already 
noted, have yet to determine the prices 
they must charge in order to conduct a 


profitable business. 


Throughout both hotels, however, it 
was clearly apparent that what is in the 
minds of all members of the trade for 
Fall is perhaps better shoes for the 
same money, or conversely, the same 


shoes for slightly less money. 
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° well-known manufac turers 


fine furniture since 1830—now 


ey 


introduces a new line of modern 


furniture in Bentply, especially 


designed for shoe stores 


Phonet’s comfortable: and 


attractively designed furniture 


P : 
reates a favorable impression wit 


customers. Shoe store furniture 
by Thonet is also available ir 


Bentwood 


For further information 
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Buyers Cautious at New York Fall Opening 


Five-Day Show at Hotel New Yorker Marked by “Just Looking” 


Attitude—Light Weight, 


New York — The Shoe Manufactur- 
ers Fall Opening held during the week 
of April 12, at the Hotel New Yorker, 
here, was marked by a cautious attitude 
on the part of most retailers attending. 
Reorders on Spring and Summer stocks 
and a considerable amount of “just 
looking” helped to keep sample rooms 
busy. Lasting over five days, the show 
served as a preliminary to the National 
Shoe Fair held soon after in Chicago. 

In the opinion of some manufactur- 
ers, many retailers came to New York 
to look over the latest styles, not in- 
tending to buy. Retailers were waiting 
for prices to drop, they said, or were 
trying to force a cut in prices. Their in- 
ventories are exceedingly heavy at the 
moment and they feel that when they 
place orders at a later date, deliveries 
will be faster. 

There was also the belief on the part 
of retailers that if they held out until 
the new styles were shown at the Chi- 
cago Shoe Fair, it would be to their 
benefit. 

Noteworthy among style trends were 
youthful welts, sandal and strap pat- 
terns, wedge heels both high and low, 
platform soles up to one inch, ballerina 
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Flexible Shoes Wanted 


types in outdoor and indoor versions 
and a styling up of feature lines. 

One manufacturer of young welt 
shoes noted the growing demand for 
lighter weight, more flexible shoes of 
this kind. In this factory soles have been 
reduced from eight to six-iron weights 
and new, lighter inner sole linings are 
being used. A trend to extremely low 
heels was also illustrated in the intro- 
duction of new 4/8 heel, wedge as well 
as outside, to replace last year’s 6/8 
heel. Dressy flats added a new note to 
young girl’s shoes, Soft crepe soles on 
hand-sewn moccasins were also being 
ordered. 

Interesting highlight of the show was 
the large number of shoe lines that pre- 
sented wedge heels. The heights varied 
from 4/8 inch on a moccasin type to 
22/8 inch on more dressy types. One 
shoe manufacturer reported that be- 
cause of the great demand for wedges, 
he found it necessary to introduce a 
range of styles and patterns on these 
high-heeled wedges, Another stated 
that his whole factory was kept running 
on two wedge heel heights on one pat- 
tern in various leathers. 


Staple types of shoes such as saddle 


oxfords and moccasins, and crepe soled 
sport shoes are selling well, according 
to several manufacturers. One manu- 
facturer felt that as soon as young 
girls become used to wearing crepe 
soled shoes the demand will increase. 
They are a generation, he noted, too 
young to have worn them before the 
war. 

In dressy types; sling pumps, straps, 
including double, single, and removable 
ankle straps; assemetric strap treat- 
ments; sandals; were leading styles. 
One high style line offered a dressy 
shoe with a one-inch platform on a 
17/8 inch heel. In this line, one-inch 
platforms are selling very well. 

Color in rubber footwear includes 
black, brown, red. New note in color is 
the introduction of white in women’s 
and children’s boots. More feminine 
velveteen boots with hidden side fasten- 
ers can be purchased. Some styles are 
available for wear with %-inch to one- 
inch platforms. Designed especially for 
the younger set is a rubber boot with 
non-rip top which promises not to give 
way under stretching and pulling. Ad- 
ded feature is the turn-down top which 
makes this boot especially easy for 
youngsters to pull on over indoor foot- 
wear. 

Attractive after-ski boots were 
shown. Several styles included felt 
slippers on thick rubber soles with or 
without fleece lining. These boots are 
available in a combination of bright 
colors, 
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Mr. Shoe Advertiser: 


YOUR FUTURE DEPENDS ON THIS MAN 


What are you doing to help him? 


He’s the retail clerk who sells your shoes. 
Right now, his customers are asking more 
and more questions. The answers he gives, 
or fails to give, can make or break your line 
at the point of sale. For shoes are no mere 
pick-up purchase ... the best shoe made 
cannot be sold and re-sold unless it is prop- 
erly presented and fitted. The clerk must 
know lasts, styles, features . . . his need for 
product education is real,continuing, urgent. 


He needs help—your help. He needs it now. 
Show him how to combat price resistance 
with a strong story about quality, comfort, 
style. Tell him he’s not alone in this battle 


100 EAST 42nd STREET, NEW YORK 





for sales—that you're backing him up with 
strong advertising and sales promotion. En- 
courage him with sincere, honest, convin- 
cing, informative advertising in Boot and 
Shoe Recorder—his favorite business paper. 
Together, you can turn the spotlight of 
truth on confused public attitudes toward 
shoes . . . and light the way to a brighter 
future for the entire industry. 


Everybody in shoes reads 
Recorder 


A Chilton ru) Publication 
7 Ge VW 








About 


Shoe People 





Harry Argyries, manager of Baker’s 
Shoe Store in Corpus Christi, Texas, 
for the past two years, has been named 
manager of the company’s second 
largest shoe store, which is located in 
Detroit, Mich. Mr. Argyries has been 
with the company for 15 years. 

= 7 +. 

William Ray Sollis, for the past two 
years superintendent of the Oomphies 
factory of La Marquise Footwear in 
New York, is the newly appointed 


superintendent of the Penaljo Forest 
Park Boulevard factory of Hamilton, 
Scheu & Walsh Shoe Company, St. 
Louis Mo. Prior to working with Oom- 
phies, Mr. Sollis was, for many years, 
with the Air-Step Division of the Brown 
Shoe Co. 


* * * 


Ernest Lewis has recently accepted 
the position of head of the fitting 
room in the Town and Country factory, 
Sedalia, Mo. For the past two years Mr. 


Lewis has held the same position with 
La Marquise Footwear in New York. 
His son, Edward, will be associated 
with him at Town and Country. 

* * * 


Carl Crumrine has recently been 
made department manager of men’s, 
women’s, and children’s shoes at Mont- 
gomery Ward & Company, Chicago, 
Ill. He succeeds Joh Dux, who has been 
transferred to become manager of 
men’s furnishings and work clothes, 
lingerie, and foundation garments. 

- . > 

Nate Pitzele of Paul’s Boot Shop, 
Chicago, Il., is starting his tenth year 
as an employee of the concern. He has 
managed the store for the past five 
years, 

co * oe 

Pearl Albee has recently been made 
slipper and leisure footwear buyer for 
Marshall Field & Company fifth floor 
shoe department, Chicago, Ill. Miss 
Albee was formerly in the apparel de- 
partment of Field’s. 

+ oS 7 

Jack Grossman is now representing 
the M. K. Weil Shoe Company of St. 
Louis, traveling the West Coast terri- 
tory for the firm. He will make his 
headquarters in the Haas Building, Los 
Angeles, Calif. 

7” + * 

With the opening of two new offices 
in the Haas Building, Los Angeles, 
Calif., Herbert M. Marxmiller has an- 
nounced that he is now representing 
the Haverhill, Mass., line of Dainty 
Maid style shoes in the Denver west 
territory. 

* * * 

W. S. Bonfield of Chicago who was 
formerly with Portage Shoe Company 
is now representing Daly Bros. Shoe 
Company. 

> aa 

Clyde Clark who has represented the 
Winthrop Shoe Company of St. Louis 
in the Chicago territory for a number 
of years has recently been transferred 
to the Rocky Mountain states and will 
travel that area for the same firm. 

* = 

Stewart S. Barnes, formerly assist- 
ant manager of the Florsheim Shoe 
store in the Palmer House, Chicago, 
has been made manager of the Flor- 
sheim department in the new Baskin 
store. He succeeds J. T. Carpenter who 
has been transferred to the wholesale 
division. 

* 7 > 

A. E. “Gene Furguson is now repre- 
senting Marshall, Meadows & Stewart 
Shoe Co. on the West Coast. Mr. Fur- 
guson was formerly with the Innes Shoe 
Co., and prior to that he was with Flor- 
sheim Shoe Co. 

ol * ck 

M. K. Weil, president of M. K. Weil 
Shoe Company, St. Louis, Mo., is visit- 
ing Southern California. His firm re- 
cently opened a branch selling office 
in the Haas Building at Los Angeles, 
under the direction of Jack M. Gross- 
man. 
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Jerome Levy, a salesman in the Rego 
Park store, has been promoted as as- 
sistant manager of the Long Island 
store. 

= * > 


Arthur Meyerson and Alex August 
are now the Western sales representa- 
tives for Hollywood Skooters, manu- 
factured by the Vogue Shoe Company 
of Los Angeles. They maintain head- 
quarters in the Haas Building, Los 
Angeles, Calif. 

= * * 

William Ray Sollis, for the past two 
years superintendent of the Oomphies 
factory of La Marquise Footwear in 
New York City, is the newly appointed 
superintendent of the Penaljo Forest 
Park Boulevard factory of Hamilton, 
Scheu & Walsh Shoe Company, St. 
Louis, Mo. Prior to working with Oom- 
phies, Mr. Sollis was, for many years, 
with the Air-Step Division of the Brown 
Shoe Co. 

> * * 

Ernest Lewis has recently accepted 
the position of head of the fitting room 
in the Town and Country factory, Se- 
dalia, N. Y. For the past two years Mr. 
Lewis has held this same position with 
La Marquise Footwear, makers of Oom- 
phies. His son Edward will be associated 
with him in Town and Country. 

Ralph L. Cohen, formerly associated 
with the women’s shoe department at 
Stern Bros. in New York, is now gen- 








This advertisement is not an offer to 
sell or a solicitation of an offer to 
buy these securities. The 
offering is made only 
by the Prospectus. 


75,000 Shares 


THE RELIABLE 


(a California corporation ) 
Common Stock 
Without Par Value 
Oe | 
Price: $4.00 Per Share 
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LOEW! & CO. 
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eral manager in charge of sales and 
styling at the Dianafix Corporation, 
makers of Baranee slippers. 

> 7 . 

Harold Foster who was in the retail 
shoe business in West New York, N. J. 
is now traveling the Denver West part 
of the country for the Kimel Shoe Co. 
of New York City with their line of 
casuals and play shoes. He will make his 
headquarters in Los Angeles. 


William Unger, formerly women's 
shoe buyer at McCreery’s, New York, 
is now buyer of all shoes, including 
men’s, women’s, children’s for Ark- 
wright, Inc., New York buying office. 

> = * 


Frank C. Hicks, Jr., formerly with 
Burt’s Shoe Store in Atlanta, Ga., has 
been made manager of Burt’s store in 
Birmingham, Ala. Mr. Hicks has been 
with this company for the past nine 
years. 

7 . 7 

Don D. Brasseure, at one time with 
Dayton’s in Minneapolis, and Tommy 
Parish, from Maison-Blanche in New 
Orleans, are two new additions to the 
women’s shoe department of Loveman, 
Joseph and Loeb, in Birmingham, Ala. 

7 7. 7. 


Herman Rosenberg, former owner of 
Rosenberg’s, a women’s and children’s 
shoe store in a Birmingham, Ala. com- 
munity shopping center, is manager of 
the juvenile shoe department in the 
Vaughn & Weil store in Birmingham. 

> . = 

Joe Gibson and W. A. Tait, owners of 
Junior Booterie, Birmingham, Ala. have 
opened a new department in Homewood, 
a section three miles from the Booterie. 
The new store is a department in “Kid- 
dieland”, a children’s department store, 
and is managed by Miss Olean Chap- 
man, 

> . 7 

Herman Yank, who covered the 
States of Oregon and Washington for 
the W. L. Douglas Shoe Company for 
the past two years, has been promoted 
to one of the top territories, the State 
of Ohio. 

Mr. Yank will make his headquarters 
at 1445 East Broad St., Columbus, O. 

* - . 

Paul Host, merchandise manager of 
shoes and accessories for Wieboldt 
Stores, Inc., Chicago neighborhood de- 
partment stores, is now visiting the 
European market. He is expected to 
return about the middle of May. 

* . . 

Harvey H. Fadal, Jr., formerly head 
of the shoe salon for the Fair Depart- 
ment Store at Lake Charles, La., has 
been appointed manager of the Monnig 
shoe department in Waco, Texas. 

* 7 * 

Harold A. Lorenz is now representing 
the Charles A. Eaton Co., Brockton, 
Mass. He will cover California, Nevada, 
Arizona, and New Mexico territories, 
handling the firm’s Etonic Shoes. 

Mr. Lorenz will make his headquar- 
ters at 10006 Westwanda Dr., Beverly 
Hills, Calif. 














PUT 
HEALTH SPOT SHOES 
ON YOUR 
BEST SELLER LIST! 


wi4s 
Black Kid 
$9.50 







There’s a continuous demand for 
these famous comfort shoes, an im- 
mediate need for added Health Spot 
distribution points all over America. 


Not subject to fad, fashion or sea- 
sonal markdowns, Health Spot 
Shoes bring you steady repeat sales 
and fair profits month-after-month. 
It’s the only complete line of men, 
women and children’s shoes made 
with thick, mellow channel inner- 
sole. 


For footwear of recognized quality, 
for an established, nationally known 
name, for promotion assistance and 
dealer aids, nothing tops Health 
Spot Shoes. 

$012 
Tan Calf 

$9.50 





Investigate the possibility of adding 
Health Spot Shoes to your stock . . . 
write today for full details, The 
Health Spot Shoe Company, 1240 
West Lawrence Avenue, Chicago 40. 
Exclusive franchises available in 
cities of 25,000 or over. 


HEALTH SPOT SHOES 


THE WAY TO 
FOOT COMFORT 


Shoes for 
MEN - WOMEN - CHILDREN 


41240 West Lawrence Avenue 
Chicage 40, Illinois 
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JODHPUR BOOTS 


Colt-Cromwell now has in stock a popular 
priced jodhpur boot so much in demand. 
Black and brown Elk, leather sole—stitch- 


IN STOCK 


immediate 
delivery 


B6701, Brown 
B6702, Black 
C width, 4 to 9 


$420 


F.O.B. BOSTON 


















All in stock for 
immediat2 delivery 
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THE G-FEATURE LINE THAT MEANS 


= 


1. Combination last for comfort, fit; 2. All-kid line for 
wear, comfort, looks; 3. Lock-stitch construction for 
wear; 4. Long inside counters for support, comfort. 


Here's a trade-building line: 7 
arch-type styles in sizes 4 to 10, 
A to EEE, all in stock. Fit those 
comfort-seeking women fast and 
right; they'll be back for more. 
Made to retail from $5.00 to $6 
—a great line for the price-resist- 
ing market ahead. 
Send for catalog. 
Samples on re- 
quest. Write or 
wire your needs to- 
y day. (Newspaper 
mats available on 
request, free.) 


@ = Style 6007 
Black Kid 4-eyelet 
Gypsy Oxford, 14/8 heel 
with rubber top lift. 


7° a a "S09 


MONROE BROTHERS i COMPANY 


835 N. 19th ST., 
ESTABLISHED 1817 


PHILADELPHIA 30, PA. 
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Record Crowd Expected at Dallas 


With the Addition of One More Co-operating Hotel, Shoe Exhibits at 
Southwestern Show Will Be Increased and So Arranged as to Make 
Buying Easy for Merchants 


Dallas, Tex. — Through the coopera- 
tion of the Dallas hotels, the commit- 
tee in charge of arrangements for the 
Fall Shoe Show of the Southwestern 
Shoe Travelers’ Association, to be held 
here May 10, 11, 12 and 13, has been 
able to revise the display room scheme. 
The new arrangement has been made 
possible by the inclusion of the South- 
land as a co-operating hotel, making it 
possible to accommodate more exhibi- 
tors than ever before. In a recent bulle- 
tin to buyers in all parts of the South- 
west, the executives of the association 
said: 

“The manufacturers of men’s shoes 
will use the Southland. All other lines 
will be displayed in the Adolphus and 
Baker hotels. For many years our Sales 
Events have been nationally recognized 
as the second largest in the shoe indus- 
try. You will have the opportunity to 
inspect the product of more manufac- 
turers in Dallas than at any other shoe 
show, except the National Shoe Fair 
in Chicago. 

“Manufacturers will spread more 
comprehensive lines of Fall Shoes than 
they have in recent years. There are 
now more favorable conditions for pro- 
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duction — in factory facilities, mate- 
rials and a better prospect of a stable 
price level. 


“Since there will be many sales ex- 
ecutives in attendance, you will have 
the opportunity to review business re- 
lations, and discuss mutual merchan- 
dising problems, 

“The hotel situation in Dallas is still 
serious and we suggest that you make 
reservations at once. It is also sug- 
gested that you avoid arriving Sunday, 
May 9th, and Monday, May 10th. Re- 
quest for Tuesday, or Wednesday would 
be preferable. Remember, the Show 
will run through Thursday. 

“Accommodations are now avail- 
able in the following down town hotels: 

The Jefferson, Mayfair, White-Plaza 
and the Whitmore. Also, the new resi- 
dential hotels: The Lakewood, Lawn 
and Loma Alto. All of these hotels offer 
first class facilities and service at rea- 
sonable rates. 

“Visiting buyers and merchants are 
invited to use our office and lounge, 
709-710, Adolphus Hotel, during your 
stay in Dallas. Make them your head- 
quarters — invite your friends to meet 
you here. These rooms are open every 
day in the year for your convenience.” 


Prize Winning Filly Owned 
By Cobblers’ Director 


Los Angeles, Calif.—After her horses 
had won fifteen ribbons and seven tro- 





phies in one horse show, Maria 
Springer, advertising director for Cal- 
ifornia Cobblers, feels that life in 
California is decidedly pleasant. 

The vivacious Viennese advertising 
executive entered her three jumpers, 
Hidden Valley, Film Actor, and Bay 
Fern in the Flintridge Hunter Trials 
in Flintridge, Calif. Bay Fern, with the 
highest number of points, was pro- 
claimed champion of the show. 
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Dates to Remember 





Fall Shoe Show, Central States Shoe 
Travelers, Muehlebach and Phil- 
lips Hotels, Kansas City, Mo. 


May 1, 2, 3, 4, 


Semi-Annual Shoe Show, North- 
western National Shoe Travelers’ 
Association, St. Paul Hotel, St. 
Paul, Minn. 


Ak-Sar-Ben Mac Inc. at Paxton 
Hotel, Omaha, Nebraska. 
May 1, 2, 3, 4, 


Fall Shoe Show, Mid Continent Shoe 
Travelers’ Association, Biltmore 
Hotel, Oklahome City, Okla. 

May 2, 3, 4, 


Fall Shoe Show, Southeastern Shoe 
Travelers, Hotel Sheraton, Aug- 
usta, Ga. May 2, 3, 4, 5, 


Fall Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William 
Penn Hotel, Pittsburgh, Pa. 

May 8, 9, 10, 11, 


Fall Shoe Show, West Coast Shoe 
Travelers Associates, Hotel Bilt- 
more and Haas Building, Los 
Angeles, Calif. May, 8, 9, 10, 11, 


Fall Shoe Show, Indiana Shoe Trav- 
elers’ Association, Severin Hotel, 
Indianapolis, Ind. May 9, 10, 11, 


Golden Jubilee Shoe Show, Iowa 
Shoe Travelers Association, Hotel 
Fort Des Moines, Des Moines, 
Iowa. May 9, 10, 11, 


Fall Shoe Show, Southwestern Shoe 
Travelers’ Association, Adolphus, 
Baker and Southland Hotels, Dal- 
las, Texas May 10, 11, 12, 13, 


Fall Shoe Show, Midwestern Na- 
tional Shoe Travelers’ Association, 
Paxton Hotel, Omaha, Nebraska. 

May 15, 16, 17, 18, 


Fall Showing, The Ohio Shoe Trav- 
elers’ Club, Hotels Gibson and 
Netherland Plaza, Cincinnati, O. 

May 16, 17, 18, 19, 


Michigan Annual Summer Shoe Fair, 
Michigan Shoe Travelers’ Club, 
Hotels Pantlind and Morton, 
Grand Rapids, Mich. 

May 16, 17, 18, 19, 


May 1, 1948 


May i, 2, 3, 4, 
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CHILDREN'S 





FOR DOUBLE PROFITS 
“SURE AS BABIES ARE BORN” 


* 1. Sell em the New. 


* 2. Bronze the Old. 


BE A 


BRON 7 SHOE 


DEALER 


It’s a “natural” for every store 
selling children’s shoes . . . new 
shoes for baby .. . leave the 


old pair to be BRONZED as precious keepsakes or gifts. No stock 
to carry ...no mark-downs .. . easy profits and goodwill with the 
original Bron-Shoe Process, unconditionally guaranteed to last for- 


ever. 


Write TODAY for full details.. 


business. 


BRON-SHOE CoO. 


264 E. BROAD ST., COLUMBUS 15, OHIO 





.and get started for Father’s Day 


SHOE DEP'Ts / 


This Display 


puts you in business. 
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1948 


Second International Store Modern- 


ization Show, Grand Central Pal- 
ace, New York City. 


July 6, 7, 8, 9, 10, 1948 


Charity Golf Tournament, West 


Coast Shoe Travelers Associates, 
Lakewood Country Club, Long 
Beach, Calif. 


Shoe Show, West Coast Shoe Trav- 


elers Associates, Haas Building, 
Hotels Biltmore and Lankershim, 
Los Angeles, Cal. 


November 20, 21, 22, and 23, 1948 


July 14, 1948 


Jacobs Now Manager of 
Harrisburg Store 


Harrisburg, Pa.—Manny Jacobs, who 
has been engaged in the shoe business 
in Harrisburg for 10 years, has returned 
as manager of Hermann’s Shoes, 8 
North Third Street, here, it has been 
announced by Herman Latt, owner. 

Latt also announced that E. C. 
Querry, who has had about 25 years in 
the shoe business, is now district man- 
ager for the Latt chain of stores. 

Mr. Jacobs returned to Hermann’s 
after spending a year in the plastics 
fabricating business in Harrisburg. 
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New York 1, N. Y. 





Recommends Toledo Plan for Lynn 


New England Shoe and Leather Association Executive Sees Good 
Chance, Through Co-Operation, Of City Regaining Much 
of Its Former Prestige. 


Lynn, Mass. — The future of Lynn 
as a shoe manufacturing center — its 
natural and acquired advantages as 
well as its admitted disadvantages— 
were frankly discussed here recently by 
Maxwell Field, executive vice-president 
of the New England Shoe and Leather 
Association, in an address before the 
Lynn Kiwanis Club. 

In the city’s favor, he pointed out, 
are the presence here of able manage- 
ment, highly skilled labor, style knowl- 
edge, efficient factory lay-outs and the 
nearness of the city to the great mar- 
kets of Boston, New York and Chicago. 

“To offset these, however”, he point- 
ed out, “there remain certain disad- 
vantages which I am convinced can, on 
proper application, be turned into ad- 
vantages.” 

Included in this category, Mr. Field 
pointed out, are the competition of 
shoe corporations considerably larger 
than those in Lynn, and high labor 
costs which derive not alone from the 
higher base rates which are paid 
throughout the state but also from fre- 
quent style changes which are necessary 
in small-scale operations and not so 
necessary to the existence of larger 
operation units. “The ratio of wages 
to factory value of shoes in this state”, 
he said, “has long averaged 30 per cent, 
whereas it is only about 22 per cent for 
the Western states.” He urged the 
stabilization of Lynn’s labor rates and 
the “maintenance of union agreements 
as inviolable contracts not to be broken 
by unauthorized strikes.” 

“T should like”, Mr. Field said in con- 
clusion, “to recommend for immediate 
action a plan which I personally feel 
can prove successful in rebuilding 
Lynn’s shoe industry to double its 
present employment and output. 

“This plan would call for the appoint- 
ment by your mayor—and I understand 
His Honor is a former businessman 
and friend of labor, so his appointees 
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would be sure to be practical and fair 
men—of a Citizens’ Committee, with 
representatives of public-spirited bank- 
ers, newspaper publishers, merchants, 
business men not only of the shoe trade 
but of the electrical and other indus- 
tries, labor leaders, clergymen and pro- 
fessional men. A committee of fifteen 
would not be too large. 


“This committee should first deter- 
mine the facts on which to base any 
future recommendations — facts as to 
the competitive position of the local 
shoe industry—its assets and liabilities 
—ways in which the community can 
help this trade to expand, and thereby 
increase employment and payrolls — 
ways and means of obtaining modern 
one-story structures built in Lynn to 
attract new industries, just as cities in 
Pennsylvania, in the West and South 
are doing in an effort to entice local 
industries to locate in their towns with 
offers of special concessions, such as 
lower taxes, water and power rates; 
plans for ensuring permanent labor 
peace in the industry. 

“Other cities have adopted a similar 
program with great success. The Toledo 
Plan has been cited as a model—and 
there is complete literature available 
as to how to proceed in setting up such 
a committee, in mapping out a program 
of action—in obtaining resuits—and in 
selling the entire project not only to 
the shoe workers involved, but to all 
the citizens affected in the community. 
The neighboring shoe city of Brockton 
has adopted exactly this same plan, 
having set up last year a committee 
known as the Brockton Committee for 
Economic Development, a semi-govern- 
mental agency established by the City 
Council, which committee at present is 
awaiting the results of a city-wide sur- 
vey to guide it in its program to make 
Brockton a greater shoe center — and 
more prosperous community — in the 
future.” 


Chicago Shoe Club Opens 
Spring Membership Drive 


Chicago — The Chicago Shoe Club 
has opened a Spring membership drive 
aimed at all branches of the shoe in- 
dustry, it is announced by the officers 
and executive board. 

Sol Bendheim is chairman of the 
membership drive. A special letter is 
being sent to all members enlisting 
their aid in securing new members. Of- 
ficials emphasize that membership in 
the club extends to all branches cf the 
shoe, leather, and footwear industry. 
This includes salesmen, buyers, retail- 
ers, wholesalers, and heads of manu- 
facturing and wholesale firms. During 
this special drive, dues, which are ten 
dollars a year, will run from July, 1948 
to July, 1949, giving those who join a 
few month’s benefit. A special meeting 
of all members with a prominent mem- 
ber of the shoe industry as speaker is 
planned for the near future. 

The club was formed two years ago 
this coming July and now has 146 mem- 
bers, from all parts of the country, in- 
cluding both coasts. New furnishings 
were recently purchased and installed 
in the club rooms. 


Dolph McDowell Retires 
From Shoe Business 


Columbus, O. — A career of 55 years 
selling shoes, 48 of them selling the 
same brand, ended recently when Dolph 
N. McDowell, retired as a salesman for 
the Walk Over Shoe Co., 21 N. High St., 
this city. Mr. McDowell, who has been 
selling Walk-Over shoes in Columbus 
for 40 years, came here from Indiana, 
where he sold the same brand. He was 
employed at shoe stores formerly lo- 
cated at 39 N. High Street and 18 N. 
High Street, at both locations he was 
store manager. 

Now 73 years old, Mr. McDowell and 
his wife plan to move to Plainfield, Ind. 
They have two children and two grand- 
children, 
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Walter Rigby To Carry 
Heywood Line 

New York— The Heywood Boot & 
Shoe Company of Worcester, Mass., 
manufacturers of Matrix and Heywood 
Shoes for Men, has announced that 
Walter C. Rigby has joined the com- 
pany’s sales staff and will cover the 
Midwest territory which was formerly 
covered by McLain Russell. 





WALTER C. RIGBY 


Mr. Rigby has had wide experience 
and thorough training in the selling and 
merchandising of men’s fine footwear. 
He worked for nine years at The Hub, 
Chicago, under John Spalo and for five 
years at Carson, Pirie, Scott & Co. For 
the past twelve years he has been in 
charge of men’s shoes at Von Lengerke 
and Antoine, a fine old Chicago con- 
cern which is now associated with Aber- 
crombie & Fitch of New York. Since 
Heywood shoes are carried by V. L. & 
A., Mr. Rigby is well acquainted with 
the line. He will be in his territory with 
Fall samples after May 15th. 





WCSTA Shoe Show 
Set for May 10 


Los Angeles, Calif. — Highlight of 
the West Coast Shoe Travelers Shoe 
Show will be the big banquet at the 
Biltmore Bowl on Monday evening, May 
10. The event promises to be an eve- 
ning filled with entertainment, as there 
will be dancing to Jan Garber’s or- 
chestra and a gala floor show. The 
Bowl is expected to attract a capacity 
crowd, and, according to Dave Kline- 
smith, executive secretary of the Asso- 
ciates, reservations are already pouring 
in. For that reason, he advises that 
early reservations be made. 

Mr. Klinesmith also said that hotel 
rooms for the convention are practi- 
cally al] taken. 


E-J Plans Big Promotion 


Endicott, N. Y.—The Endicott-John- 
son Corporation, home offices and 
principal factories at Endicott and 
Johnson City, New York, has announced 
that effective with the Fall season of 
1948, its Johnsonian line of men’s dress 
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shoes and its Johnsonian, Jr., line of 
boys’ dress shoes, will have the support 
of national] advertising, with a schedule 
of color advertisements in Life, Path- 
finder, Esquire and The Country Gen- 
tleman. A full program of dealer tie- 
in, display and direct mail material is 
to be available to provide an intensive, 
close-knit program which localizes the 
national advertising to each Johnson- 
ian dealer’s own store. 

The Endicott-Johnson management 
has long recognized the value of na- 
tional advertising in the building of a 
strong trade marked line for its deal- 
ers. However, the demand for John- 
sonians made it impossible to produce 
a sufficient range of styles and sizes 
to take care of its customers in a suf- 
ficiently broad way to let them serve 
their consumers properly. Many deal- 
ers, when surveyed on the subject, felt 
that the release of national advertising 
should be timed as nearly as possible 
to broader availabilities of merchand- 
dise, 

Even now, the total Johnsonian pro- 
duction may not be adequate to accom- 
modate al] demands. The sales policy 
provides for handling each retail store 
account on its individual merit, as En- 
dicott Johnson produces several lines, 
others of which lend themselves to pro- 
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* Forecast of Fashion Trends that affect his 
x Personalized advertising to accelerate 


Accessories to complement his shoes. 
Promotions to make new “hits”. 

New York market representation. 
Stimulating merchandising counsel. 

The fee is modest — the returns great. 


Write for details 


HARRIETT COUPLIN PORTEOUS 
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PUBLIC RELATIONS — SHOES 
40 Fifth Avenue e New York 11, N. Y. 






motion with nationa] advertising, and 
the desire is to give a deserved service 
to stores which are in the best position 
to ultimately develop several Endicott- 
Johnson lines. 

Company advertising policies and 
the Fall program on Johnsonians were 
explained to the entire Endicott John- 
son sales force through a series of 
regional sales meetings started in St. 
Louis on April 8 and continued at 
Des Moines, Colorado Springs, Dallas, 
New Orleans, Endicott, N. Y., New 
York City and concluded at Indianap- 
olis on April] 23. 


Brown Co. Reports Increase 


Berlin, N. H.—The Brown Co., manu- 
facturer of shoe innersoles and numer- 
ous pulp and paper products, and its 
Canadian subsidiary, Brown Corp., 
have reported 1947 consolidated net 
earnings, after interest and taxes, of 
$2,837,682, compared with $1,593,982 
for 1946. 

Net sales for 1947 amounted to $42,- 
630,468, which contrasted with $36,087,- 
075 for the fiscal year ended Nov. 30, 
1946. Inventories on Nov. 30, 1947, 
were $14,926,974, or $3,118,234 above 
the figure for the previous year. 
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38 years exper- covered in 
ience, resulted your choice of 
in this modern upholstery 
chair made of materials. 
genuine north- Write for photos 
ern hard maple. Chair No. 100 and prices. 





Write for information about our modern 
Two-Color Upholstery Plan...in use by Edison, 
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412 N. 4th St. St. Louis 2, Mo. 
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Colorful Window Cards 


* with bright new price tickets 
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8” x 14” 
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Special Award to Joe Cronin, Red Sox general manager and former field leader, 
for his record of fair play and sportsmanship in baseball is made by Chairman Jack 
Sandler at the recent Boston Boot and Shoe Club dinner at Statler. Lett to right—Sec- 
retary Maxwell Field, President John E. Daniels, Cronin, Sandler, Manager Joe 
McCarthy of Sox and Tom Dowd, traveling secretary of Hose. 


Boston — More than 900 members 
and guests attended the 59th annual 
dinner meeting at the Hotel Statler re- 
cently, elected new officers for the 
1948-1949 season and heard a predic- 
tion that the Boston Red Sox “will keep 
on swinging until the world champion- 
ship pennant is run up at Fenway 
Park”. The prediction was made by 
Manager Joe McCarthy of that Amer- 
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ican League team. McCarthy, General 
Manager Joe Cronin of the Red Sox 
and other baseball notables were guests 
of honor at the head table. The meet- 
ing’s program was in charge of Jack 
Sandler. 

Annual] election of officers resulted 
as follows: President and treasurer, 
Joseph S. Lanigan; vice-presidents, E. 
J. McCarthy, C. Harvey Moore and 


Jack Sandler; secretary, Maxwell Field. 

All eligible members of the executive 
committee were elected and the fol- 
lowing were named to succeed those 
who had served full terms: John E. 
Daniels, Griffin S. Fallon, James T. 
Gormley, Joseph W. Holmes and Char- 
les W. Sweeney. 





Salon Type Children’s 


Store Opens in Detroit 

Detroit, Mich.—A modernistic new 
salon type children’s store has been 
opened ‘in the rapidly growing North 
end Dexter Boulevard section by Perry 
Levey, under the name of Perry’s Shoe 
Store. 

The store itself places strong accent 
on youth in its decorative scheme. 
Flooring is of two-tone tan asphalt tile, 
with medium pink walls, relieved by a 
series of heavy relief plaques and wall 
pictures at frequent intervals, all hav- 
ing a children’s or youth theme—such 
as clown heads, outdoor and story book 
scenes, and the like—all done in bril- 
liant coloring. At the rear, the wall is 
a deep blue, with gold and silver deco- 
rations in a snowflake and star pattern. 
Center of the rear wall is marked by 
two simulated pink pillars, giving ac- 
cess to the rear of the store. Concealed 
stock is used throughout. Fixtures are 
principally frequent settees and chairs, 
of spring steel type construction with 
azure blue leather upholstery. 
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Otterberg Now Executive 
Of Howard & Foster 


Brockton — Succeeding the late Stan- 
ley T. Drake, Herbert C. Otterberg has 
been appointed vice-president and sales 
manager of Howard & Foster, Inc., one 
of this city’s best-known shoe manu- 
facturers, For 20 years, prior to taking 
over his new responsibilities as a How- 
ard & Foster executive, he had been 
associated with the Commonwealth 





H. C. OTTERBERG 


Shoe & Leather Company of Whitman, 
Mass., in a styling and merchandising 
capacity and is widely known as one 
of the ablest shoe men on the South 
Shore. 

Mr. Otterberg, whose home is at 97 
Vesey street in this shoe city, graduated 
from Boston University just before the 
United States entered World War I 
during which he served in the coast 
artillery. At the end of the war he 
began his career as a shoe merchandiser 
with the Field & Flint Co., and later 
was in the purchasing department of 
the old Churchill & Alden Company. 

In addition to the already elaborate 
Howard & Foster line, Mr. Otterberg 
will have charge, also, of sales of the 
M. A. Packard line, recently taken 
over by Howard & Foster. 


Elevator Girls Wear Gold 


Sandals as Promotion 


Toledo, O.—To stimulate sales of gold 
shoes, Tod O’Brien, manager of the 
Shoe Salon at Lamson Bros. Co., Tole- 
do, outfitted all nine elevator operators 
of the store with gold sandals, which 
they wore throughout the day while at 
work. 

Customers in the elevators noticed 
the shoes and asked about their com- 
fort and wearing qualities. This brought 
numerous calls for gold shoes, said Mr. 
O’Brien. Since gold shoes have been 
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THE NATION'S TOP HITS 


Beov-Ecs Casuals FOR “AT ONCE” DELIVERY 


SMOOTH ELK UPPERS 
LEATHER PLATFORMS 
LEATHER SOLES 


No. 5582 
White 
Brown 
Red or 
Green 
Medium Widths Only 
4% to 9 
SEND 
YOUR ORDER 
NOW! 
36 Pr. Cases 
White 18 Pr. Minimur 
Green 
Red or F.0.B. Milwaukee 
Beige Net 10 days 
Medium 4% to 9 
Narrow 5 to 9 






Medium 4% to 9 
Narrow 5 to 9 






No. 595—Biack and White Saddles, 
White Rubber Soles GOODYEAR 
SEWED. C Widths Only, 4 to 9 


785 N. Water St., Milwaukee 2, Wisconsin 











considered by Toledo women heretofore 
only for formal evening wear, the pro- 
motion did much to popularize them 
for daytime casual] use, he said. The 
shoes worn by the elevator girls were 
a medium-heel wedgie type of sandal, 
with open toe. 


Purchases Shoe Store 
From The Miller Chain 


Detroit — Charles H. Nichols, man- 
ager of the L. R. Miller shoe store at 
14854 Grand River Avenue, here, for 
the past two and a half years, has 


bought the store from the Miller chain 
and is taking it over under his own 
management as Nichols Shoes. Loca- 
tion was formerly Arthur’s Shoes for 
14 years. 

Mr. Nichols started in the shoe busi- 
ness here as a salesman with R. H. 
Fyfe & Company in 1912, and after 
three years went with the old Walk- 
Over Shoe Store. In 1918, he went with 
the J. L. Hudson Company, remaining 
in the men’s department for 25 years. 
Some five years ago he joined the 
Miller shoe chain here, ultimately tak- 
ing over management of the Grand 
River store. 
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Douglas Stages Private Fashion Show 





Eight Douglas employees who modeled shoes at a private fashion show staged 
recently by the company for the benefit of their employees. 


Brocton, Mass. — It’s news when a 
shoe manufacturer stages an elaborate 
fashion show “for employees only” as 
has been done recently by the W. L. 
Douglas Shoe Company, here. Recently 
the employees were given a showing of 
fashions, featuring Douglas-made 
shoes, at a Spring style show in the 
atrium of the office building. 


A specially constructed stage and 
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runway were set up for the occasion. 
A white trellis effect was set against 
a brilliant green satin backdrop. Bas- 
kets of gladioli, jonquils and potted 
plants provided a Springlike touch and 
the models paraded around glass- 
topped wrought-iron terrace furniture. 

Mrs. Gertrude Smith was commen- 
tator for the women and Richard Har- 
ris advertising, manager for the Doug- 


Gaile Dugas Joins Staff of 

Shoe Public Relations Firm 
New York—Miss Gaile Dugas has 

joined the staff of the Harriett Ceuplin 


Porteous Associates of New York, pub- 
lic relations firm to the shoe industry. 






! co ag KS ‘. oon 8 } 
AY Y 

GAILE DUGAS 
Miss Dugas has been appointed assist- 
ant to Mrs. Porteous and is in charge 
of press relations. 

Miss Dugas was recently Midwest 
editor for “Creative Footwear” in St. 
Louis. Prior to holding this position, 
she was shoe editor in the St. Louis of- 
fice of the Fairchild Publications. 

A 1939 graduate of the University of 
Minnesota, where she majored in 
journalism, Miss Dugas was for several 
years a member of the editorial staff 
of the St. Louis “Globe-Democrat.” 





las company, did the descriptions for 
the men’s show, As the models appeared 
special lighting effects were used. 

The women’s styles were displayed 
by a group of Douglas employees, from 
the office force and from the factory. 

Credit for the entire production, 
which was the first venture of its kind 
ever tried by the Douglas company, 
goes to Joseph I. McCarthy, merchan- 
dise manager of the accessory division, 
who first suggested the idea and who 
supervised its presentation. The setting 
was the “Douglas Country Club” and 
suitable ensembles from hats to shoes 
were shown in four scenes. 

Attractive program booklets in green 
and white were distributed to the more 
than 500 employees who filled the hall 
for the show. In presenting such a fash- 
ion show, letting the men and women 
who make the shoes see them modeled 
in their correct setting, the Douglas 
company officials feel that they have 
been successful in arousing fresh en- 
thusiasm among their employees for 
the company’s new Spring line. 





Shoe Department Closes 

Michigan City, Ind.—The ladies’ shoe 
department of Cush & Ginther, 807 
Franklin Street, is being closed out. 
The entire stock is being sold at re- 
duced prices. 
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THE FINEST SHEARLING 
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BASS SPORTOCASINS... . 


% ‘ Sportocasins are the golfers’ best buy, ’ 
is nothing to equal the luster, depth, and because there's never been a change in \ 


warmth of this first and finest of all dyed lamb. the original Bass policy — “to build the 


best possible shoe for its purpose.” 
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B A S: OUTDOOR FOOTWEAR 
WELTON, MAINE 
J. LASKIN & SONS CORP., 130 WEST 30th ST., NEW YORK 1, N. Y. 


For outdoor footwear ... fireside slippers, there 





New York Office: 658 Marbridge Building 
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$K.1 QUAIL HUNTERS 





FACTORIES: MILWAUKEE, WISCONSIN 


Detroit Shoe Retailers’ Officers International Shoe Co. 
Installed at Banquet Opens New Plant 


Searcy, Ark. The International 
Shoe Company’s new plant here held its 
formal opening April 1. An elaborate 
program was arranged for the occasion 

Nineteen officers and directors of 
the company and many business leaders 
of the state were taken on a tour of 
the city. Following inspection of the 
plant, the guests attended a reception 
at the Mayfair Hotel, after which they 
went to the Rendezvous for a luncheon 

Master of ceremonies at the luncheon 
was Ewing P. Pyeatt, past-president of 
the chamber of commerce. Addresses 
were given by Frank C. Rand, chair- 
man of the board of International Shoe 
Company, and Byron A. Gray, presi- 
dent. 

It was pointed out that the new plant 
here will provide the city with its 
largest single industrial payroll. 
Present employment is 280 and po- 
tential employment is from 450 to 500. 
The building, a brick and concrete 
structure, provides 40,000 square feet 
of floor space and was erected at a cost 
of $110,000, all of which was subscribed 
by local citizens. 

Officials said the Searcy plant pro- 
duces only women’s shoes. Present pro- 








Detroit—Newly-elected officers of the Detroit Shoe Retailers’ Association, taken 
at installation banquet at the Latin Quarter. Standing, left to right: Byron Lieberwitz, . a : 
secretary; Samuel Plotler, president; Walter Magee of Strawbridge & Clothier, Phila. ‘uction is 624,000 pairs per year and 
delphia, a former Detroit president, who acted as installing officer; and Milan F. the potential production will full em- 
Stonebreaker, vice-president. Seated, C. Guy Dixon, treasurer. ployment is placed at 1,872,000 pairs 
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Marty Carlin Represents 


Holiday Casuals in Midwest 
Brooklyn, N. Y. — Holiday Casuals, 
makers of “Honeybugs”, have assigned 
representation in the Midwest terri- 
tory to Marty Carlin. Mr. Carlin also 
handles the Knight slipper line. His 
headquarters will be in New York. 
Miss Selma Tanny, formerly assist- 
ant slipper buyer for Abraham & 
Straus, Inc., is now merchandise co- 
ordinator for Holiday Casuals. 





McClarin-Bedford Appointed 


New Sales Agent 

Philadelphia, Pa. — Dungan, Hood, 
& Co., Inc., manufacturers of black 
glazed and suede kid leathers in Phila- 
delphia, announce the appointment of 
McClarin-Bedford, of 54 Frederick 
Street, Hanover, Pennsylvania, as 
their sales agents for Pennsylvania, 
Maryland, and up-state New York. 





Offer Line of Sport Shoe 
Haverhill, Mass.—Brenda Shoe Man- 
ufacturing Company, here, believing 
that there is a demand for a woman’s 
sport shoe to retail at $5, are offering 
a line of “Hi-Jinks” for Fall in this shoe 
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bracket. Quality leathers, soft con- 
struction and high style features are 
incorporated in the line. Among the 
special features are hand-woven vamps, 
wedge heels and hand-antiqued finishes. 





Levy Represents Ward Hill 
Ward Hill, Mass. — H. R. Levy, well 
known representative in the shoe field, 
has been appointed to carry the Ward 
Hill line of Knipe Bros., Inc., in the 





H. R. LEVY 
southeastern section of the United 


States. ; 
In announcing Mr. Levy’s appoint- 


ment, Morris Oberfield, Ward Hill 
sales manager, stated that the company 
is continuing to expand its sales per- 
sonnel to give a close personal contact 
with retailers in all areas. Recently Mr. 
Oberfield concluded arrangements with 
Mr. M. R. Harmon of Honolulu to rep- 
resent the Ward Hill line on the islands. 





Weinstat Footwear Creators 
Announces New Line 


Lynn, Mass. — Weinstat Footwear 
Creators, started less than a year ago 
by Philip Weinstat and Harry R. Sny- 
der, announce the recent opening of a 
factory here, equipped to make hand- 
sewn genuine moccasins with feminine 
detailing and a woman’s day-and-eve- 
ning sandal known as “Originals by 
Goili,” made under a new process for 
which patent has been applied. Harry 
R. Snyder, starting with the Dunbar 
Pattern Company in New York and 
later associated for a number of years 
with the pattern house of Holden & 
Quick, has been one of the pioneers in 
shoe designing. Philip Weinstat joined 
Mr. Snyder seven months ago after 
three years as assistant merchandise 
manager with the Cambridge Rubber 
Company. 


Boot and Shoe Recorder 
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MAJORETTE 
BOOTS 


IN STOCK 


Colt-Cromwell now 
has for immediate 
delivery Majorette 
Boots. This popular 
number, so much in 
demand by school 
drill teams and bands, is again available. 
#B6700 white elk, unlined, with white tassel, 
leather sole (stitchdown construction ). 

Sizes: C width only, 4 to 9. 


Price: $4.80 net F. O. B. Boston 























A CHOICE OF WIDTHS IN TAP SHOES! 


Boost your tap shoe sales by offering your customers a choice 
of widths! Prima quality features all over patent leather con- 
struction, aluminum toe taps included. Choice of black patent 
or white leather. 

Child’s Sizes, 842-12, one width, $2.35 

Misses’ Sizes, 1242-3 A & C widths, $2.60 

Girls’ Sizes, 32-9, AA & B Widths, $2.85 


There is a service charge of 10c 
per pair on orders of less than 
12 pairs. Terms: Net 30 days. 
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" COWPAINVS 
Canis” 


BOSTON 10, MASSACHUSETTS 


=) CORT ROMWELT 





Cal. Vow / 


PRIMA, Inc. 
705 Ann St., Columbus 6, Ohio 











February Shoe Output Holds January Level 


Washington, D. C.—Footwear output 
in February was 40 million pairs, ac- 
cording to the Bureau of the Census, 
Department of Commerce. This pro- 
duction approximated the January pair- 
age but was 5 per cent more than the 
output of 38 million pairs in February 
1947. 


Shipments in February, totaling 40 
million pairs, were valued at $157 mil- 
lion, an average price per pair shipped 
of $3.91. January shipments totaled 40 
million pairs valued at $159 million and 
in February 1947, shipments of 38 mil- 
lion pairs were valued at $142 million. 
The average price per pair shipped in 
January was $3.91 and in February 
1947 it was $3.79. 


Shoes, sandals and play shoes pro- 
duced in February totaled 37. million 
pairs, approximating the January out- 
put and exceeding the February 1947 
production of 36 million pairs by 5 per 
cent. Of these types of footwear, the 
total produced in February for men 
and women was 27 million pairs. A 
similar quantity was produced in Jan- 
uary and 26 million pairs were manu- 
factured in February 1947. 


Production of slippers for housewear 
showed signs of recovery following de- 
clining output which has prevailed in 
the past severa] months. 




























Production Percent of change 

(thousand pairs) February 1948 
Kind of Footwear tr saa. Feb. compared with— 

194 a 1947 

(prelim- (Re- (re- Jen. Feb. 

inary vised) vised) 1948 1947 
SHOES AND SLIPPERS, TOTAL.......... 40,229 40,828 38.255 —1.5 5.2 
Shoes, sandals and playshoes ° 37,256 37,994 35,631 —1.9 4.6 
BETTE . coseninmnetnsingrpeanmenrement 9,091 9,264 8,591 —1.9 5.8 
Youths’ and boys’ ................. sees 1,223 1,397 1,533 —12.5 —20.2 
pa 18,283 18,488 17,838 —].1 2.5 
TSE EES 2,721 2,807 2,37? —3.1 14.7 
Children’s eoce 2.553 2,590 2,334 —1.4 9.4 
Infants’ : 2,025 2,017 1,918 0.4 5.6 
Babies’ sail 1,360 1,431 1,045 —5.0 80.1 
Slippers for housewear ... pune 2,495 2,351 2,176 6.1 14.7 
IID | ccaddaktnictenbamennnilienenniilenmisuneitineition 298 304 815 —z2.0 ——5.4 
|. tidti«té‘(“‘ét REINS 180 179) 13° 0.6 35.3 




















Minus sign (—) denotes decrease. 
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Two Sales Representatives 
Appointed by Victory Co. 

St. Louis — Edward W. Morris, pres- 
ident of the Victory Shoe Co., has ar- 
nounced the appointment of two new 
sales representatives who will take 
over the Midwestern territory and the 
Eastern and New England territories. 

In the former territory the firm will 
be represented by Henry Van Houten, 
who formerly traveled for the Wright 
Speciality Manufacturing Co., makers 
of leather novelties, and prior to that 
was associated with the Brown Shoe 
Co. Mr. Van Houten will travel Mis- 
souri, Iowa, Minnesota, Wisconsin, 
North and South Dakota and Nebraska. 

The new representative of Victory in 
the East is Arthur Grill, who formerly 
was associated with the Taicher Shoe 
Co. of Philadelphia. Mr. Grill will rep- 
resent the firm in New Jersey, Penn- 
sylvania and the other eastern and New 
England states. 


Shoe Department Enlarged 

Syracuse, N. Y.—Grody’s Luggage 
and Sport Shop, 342 South Salina 
Street, in this city, has opened a newly 
enlarged footwear department, featur- 
ing athletic shoes for men and women. 
It is the only shoe department in the 
city devoted exclusively to athletic 
shoes. 
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GENUINE 


TENNIS COURT SHOES 


No. 707 Men’s White No. 708 Men’s Blue 





BUFFED CREPE SOLES 
CORTE HEEL and ARCH 
THER INSOLES 
SIZES: eM, to 11—7 7 1i—8 to 12 
Terms: 2/10 30 
Immediate Aun 








ARNOFF SHOE COMPANY 








=a YEAR cae 
SADDLE OXFORD 
White Elk with 


Brown or Red 
Trim 


In Stock | 


Immediate 

Delivery 

No. 6525—White, with Brown saddle and 
backstay; 64g to 12. 

BCD. No. 6528—-Same with Red Saddle. 
No. 6526—White, with Brown; 12% to 
3 ABCD. No. 6529—Same with Red sad- 
die and backstay. Sizes 12% to 3 have 
5/8 heels. Write for descriptive price list. 


Manufacturers. of Bavers Foot Trainer 
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Buy Savings Bonds 











Obituaries 


Warren F. McElroy 


St. Louis, — Warren F. McElroy, Sr., 
82, at one time president of the old Mc- 
Elroy-Sloan Shoe Co., died of heart 
disease recently at St. Petersburg, 
Florida, while he and his wife were va- 
cationing. 

He was a native of Rensselaer, Mo. 
and came to St. Louis when he was 19 
to begin work with the Hamilton-Brown 
Shoe Co. Advancing to vice-president in 
charge of manufacturing with that 
firm he organized the McElroy-Sloan 
firm in 1914. 

A subsidiary of Craddock-Terry of 
Lynchburg, Va., McElroy-Sloan at one 
operated three factories in St. Louis, 
one in Fulton, Mo. and another at Loui- 
siana, Mo. The firm was liquidated by 
Craddock-Terry in 1931, four years 
after Mr. McElroy’s retirement. 

Mr. McElroy’s widow, the former 
Miss Estella Brown, was the daughter 
of Alanson D. Brown, founder of the old 
Hamilton - Brown Shoe Co. Besides 
Mrs. McElroy, the deceased is survived 
by two daughters, Mrs. Howard McCain 
of Buffalo, N. Y. and Mrs. Fielding T. 
Childress of St. Louis; two sons, War- 
ren Finley McElroy Jr. of St. Louis and 
David B. McElroy of New York. A sis- 
ter, Mrs. Della Hornback of Fulton, Mo., 
also survives. 


Shirley V. Wright 

Kansas City, Mo.—Shirley V. Wright, 
72, for many years an operator of shoe 
stores here, died recently at the St. 
Joseph hospital. He was in the hospital 
several weeks in January, and on Feb- 
ruary 15 returned to his home in Kan- 
sas City. February 20 he fell in the 
bathroom at the apartment, and suf- 
fered a broken back. 

Before moving to Kansas City 35 
years ago, Mr. Wright had been a su- 
pervisor for the Florsheim Shoe Com- 
pany, in charge of inspecting areas for 
future store locations. After moving 
to Kansas City he bought the old Rad- 
ford-Powell shoe store, which he oper- 
ated six years. Later he operated a shoe 
department in space leased from the 
Kline’s store. 

He is survived by his widow, Mrs. 
Gertrude Wright, a son Valjean Wright, 
Chicago and three grandchildren. 


Charles W. Anderson 


Rochester, N. Y.—Charles W. Ander- 
son, 76, of Henrietta, an infants’ shoe 
manufacturer in Rochester for 50 years, 
died recently at his home after a long 
illness. 

Mr. Anderson was president of the 
Newcomb-Anderson Company. A native 
of Napanee, Ontario, he came to Roches- 
ter as a young man. 

He is survived by a daughter, Mrs. 
George A. Alverson, New York City; a 
son, Ralph Anderson, Rochester; a sis- 


ter, Miss Ida J, Anderson; two brothers, 
Jack Anderson, Wilkes-Barre, Pa., and 
Dr. Frank Anderson, Ottawa, Ont., an:l 
three grandchildren. 


Philip Greenbarg 

Pittsburgh, Pa.—Philip Greenbarg, 
president of Allied Shoe Manufacturing 
Company, here, died at the age of 42 
recently. He was a resident of Pitts- 
burgh for 27 years and previous to mak- 
ing ladies’ shoes he was a candy sales- 
man. Shortly after his connection with 
the shoe plant he became general man- 
ager. During the past year he was 
elected to the office of president. 

His company was one of the first to 
place on the market shoes and bags 
made from imported raffia. After the 
war the company began to introduce 
other types of shoes and bags. He was 
in the midst of a new design when 
death took place. 


Joseph A. Bieber 


Rochester, N. Y. — Joseph Alfred 
Bieber, 55, an agent for the United 
Shoe Machinery Corporation for the 
last 27 years, died recently. 

A native of Rochester, Mr. Bieber 
was active in 14th Ward Democratic 
circles at one time and ran for super- 
visor on one occasion. He was a member 
of St. Herman’s Society of St. Boni- 
face’s Church and of the Men’s Club of 
Our Lady of Good Counsel Church and 
was a former president of the St. Boni- 
face’s Men’s Club. 

Surviving are his widow, Emily Blum 
Bieber; two sons, Edward and Donald; 
a daughter, Joan, and a brother, An- 
drew, all of Rochester. 





Jenness E. Dearborn 


Candia, N. H.—Jenness E. Dearborn, 
85, who was associated with his brother 
in the shoe manufacturing business in 
East Candia for many years, died re- 
cently at his home on the North Road 
after several weeks’ illness. 

He was a native and lifelong resident 
of Candia and had been a member of 
Rockingham Lodge of Masons for 64 
years. He was also prominent in the 
Eastern Star, Odd Fellows and Grange. 

Survivors include the widow, Ella R. 
Dearborn; one son, Leon Dearborn of 
Auburn, and a daughter, Mrs. Eunice 
Goff of Dorchester, Mass. 





Charles D. Bangs 


Newfields, N. H.—Chacles D. Bangs, 
a foreman at the Douglas Shoe Co. fac- 
tory in Brockton, Mass., for many years, 
died recently in Exeter Hospital, in 
this city. 

He was a native of Skowhegan, Me., 
and resided in Kensington before com- 
ing to Newfields two years ago. The 
greater part of his life, until his retire- 
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ment, had been spent in the shoe in- 
dustry. 

Survivors include the widow, Myrtle 
Bangs; a brother, Fred Bangs of Lynn, 
Mass., and several nephews and nieces. 





Harry S. Mosinger 

St. Louis, Mo.—Harry S. Mosinger, 
partner in Mosinger Bros., St. Louis 
jobbers, died at his home, here, recently 
after a lingering illness. He was 61 
years old. 

Mr. Mosinger had been in retirement 
for the past four years. Mosinger Bros. 
have conducted their business on Wash- 
ington Avenue, here, for over 30 years. 





Herman McKibben 


Columbus, O. — Herman Vance Mc- 
Kibben, 37, manager of the Thom McAn 
branch store at 146 E. Main Street, this 
city, was killed recently when his auto- 
mobile failed to make a curve and struck 
a bridge over Little Walnut Creek near 
here. His wife, Mary, suffered severe 
face and head injuries, as did his daugh- 
ter, Julie Ann, 9, and his mother, Mrs. 
Myrtle McKibben, who were riding with 
him. 





Mary C. Hoffman 

Lebanon, N. H.—Mrs. Mary C. Hoff- 
man, who, with her late husband, Her- 
bert T. Hoffman, once operated a shoe 
store here, died recently at a hospital 
in Waterbury, Vt. 

She was born in Strafford, Vt., and 
moved to Lebanon shortly after her 
marriage. After leaving the shoe busi- 
ness here, Mrs. Hoffman served as ma- 
tron of the Gafney Home in Rochester 
for about 15 years. 





F. Clinton Demarest 

St. Petersburg, Fla.—F. Clinton De- 
marest, 73, retired shoe store owner of 
Englewood, N. J., died in a Tampa hos- 
pital last month. He had been living 
in Tampa during the Winter season. 
Surviving is his widow, Pearl Kk. De- 
marest. 





Milton Page Fralick 


Niagara Falls, Ont. — Milton Page 
Fralick, 80, who operated a shoe store 
in Main Street here for many years, 
died last month at the General Hospital. 
He had been an invalid in recent years. 
Mr. Fralick is survived by his wife. 





New Shoe Store Opened 

Charlotte, N. C. — The Jarman Shoe 
Store, a new enterprise for Charlotte, 
has just opened for business in the Sel- 
wyn Hotel Building in this city, under 
the management of Don McSwain. 

The store is owned jointly by George 
Harris and James Hart of the Harris- 
Hart Clothing Company and the Harris 
Clothing Company, and A. L. Murray, 
North Carolina district representative 
of the Jarman Shoe Company. 
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& 6305 Block Norzon with Gold 

“4 Piping ’ 
yi Durable Soles 

04 4505 Red Norton with Gold 

JA Piping 

w4 Durable Soles Sy 


6506 Multi-Norzon (Green 
and Red) with Gold 
Piping 
Durable Soles 

Size4-? MWidth $2.00 
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6705 Genuine Gold 
Lecther 


Soe oat St NP tere te 


Leather Soles 
6706 Genuine Silver 
Lecther 


‘. 


RAS 


Lecther Soles 
Sizes 4-9 M Width $2.00 


WATE TR 
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Attractive C, } 

GERDA Boxes 26. 

e. : . 2; u 
, Every retailer wants to have thot “extra pair’ specialty line on hand for Ce, 
“ extra profit. Gerdo, the House of Hits, where “prices ore down and E5 
ty volume is up,” once again mokes that possible by bringing another Ae 
a addition to the notable Cuca Racha line—the newest type wedge. Sze, 
Light ond airy, they're just the thing for street ond beach weor. “y 
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Assured contentment for your customers—sure profit for you. 
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GERDA Footwear CO. INC 
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A. Harris and Company 
Appoints New Agency 

New York, N. Y. — A. Harris & Com- 
pany, Dallas, Texas, has appointed the 
Muriel Johnstone Division of Hixson- 
O’Donnell Advertising, here to handle 


its national fashion magazine advertis- 
ing, effective Fall, 1948. 





A. J. Slade Joins 


Nissen Shoe Company 


San Diego, Cal.—A. J. Slade, part 
owner and manager of Boldrick’s Fine 
Shoes of San Diego, California, has re- 


signed his position and will become 
associated with the Nissen Shoe Com- 
pany of Oklahoma City, Okla., in the 
same capacity. 


Mr. Slade formerly was with the 
D. H. Holmes Co., Ltd., of New Orleans, 
La., for nine years before coming to 
San Diego. He started his career in the 
retail] shoe business in 1918 with the 
Thos. G. Plant Corp., Atlanta and Sa- 
vannah, Ga., and Birmingham, Ala. He 
was with the company for thirteen 
years under Oscar Thompson, super- 
visor. 


Replacing Mr. Slade is G. Andrew 
Smith, elevated from assistant man- 
ager. 
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42% 


SIZES 


* 508 
lids’ 87to11 
Misses’ 11? to 2 


Infants per pair 


Childs 


COMPARE! 


A real profit builder! Well-made 

sandals with smooth plump elk 

uppers. Heavy molded soles. Made 

in our better-grade stitch-down fac- 
tory. Immediate delivery. 
Order today! 


"PILOT SHOE CO. 


31 Hopkins Place + Baltimore 1, Md. 
" Honest - mode Since 1899"" 


| 
| 
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NEG «WE SELL °3) 
BRANDED 9 
QUALITY SHOES 


BELOW CURRENT PRICES 


Quality Shoes Since 1932 


Nationally Known for Surpluses from the 
Nation's Leading Manufacturers 


; M. K. WEIL SHOE CO. 
ke While in Town See Weil 3 
hed Ings 


1215 Washington Ave. 
St. Louis 3, Mo. 
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Dorothy Brooks 
Joins Oomphies 


New York—The appointment of Miss 
Dorothy Brooks to the post of mer- 





DOROTHY BROOKS 


chandising coordinator of Oomphies has 
been announced by Harold B. Gessner, 
vice-president. Miss Brooks was for- 
merly with Macy’s as buyer in various 
fashion departments. 


F. W. Whiteley Re-elected 
By the Nisley Company 
Columbus, O.—Frank W. Whiteley 


has been re-elected vice-president and 
general merchandise manager of The 








F. W. WHITELEY 


Nisley Company and named a member 
of the board of directors of the parent 
organization, The G. Edwin Smith Shoe 
Company of Columbus. 

The Nisley Company operates 53 re- 
tail shoe stores located in principal 
cities from coast to coast. Mr. Whiteley 
has been with the company in the above 
capacity for ten years and is well 
known throughout the industry. 


Joseph Falk to Cover 


South African Territory 

St. Louis—Francis Doll, Sr., presi- 
dent of the St. Louis Trading Co., an 
export shoe wholesaling firm, has an- 
nounced the appointment of Joseph 
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WRITE US TODAY for our 
new illustrated Catalogue 
with lower prices .. . 


BANGOR, MAINE 














Falk to cover the South African terri- 
tory. 

Mr. Falk, who sailed from New Or- 
leans April 25, will make his head- 
quarters in Capetown, but will cover all 
cities from upwards of 25,000 popula- 
tion, such as Johannesburg, Pretoria, 
Port Elizabeth and Durban. 

A native of Germany but a resident 
of South Africa for the past 12 years, 
Mr. Falk recently completed a three 
months’ tour of duty in St. Louis, 
learning American sale strategy and 
methods of distribution. He will repre- 
sent six lines of shoes for men, women 
and children. 

The St. Louis firm has operated in 
the export field for more than 30 years 
in a number of Central American na- 
tions such as Cuba, Puerto Rico, Domin- 
ican Republic, Mexico, Guatemala, Hon- 
duras, San Salvador and the West In- 
dies. 


Sales Manager Uses Plane 
To Contact Customers 


Milwaukee—Bob Bowman, Bowman 
Brothers, Monmouth, IIl., wanted to see 
some of the advanced styles of Kicker- 
ino shoes for this coming Fall. His 
firm operates 14 stores in Illinois and 
plans are made well in advance. 


A tornado was in full swing recently 
while he was talking over long distance 
to Irving Gerber, sales manager for the 
Kickerino division of Marilyn Shoe 
Company of Milwaukee, and the wire 
snapped. Irving, in Milwaukee, unmind- 
ful of the tornado, hopped into his Cub 
super cruiser with E. W. Lane, Kicker- 
ino representative in Illinois and Wis- 
consin, and made for Monmouth airport. 
As his ship neared Monmouth, there 
were times when even though the motor 
was being pressed for all it could give. 
the plane stood still in mid-air. They 
landed, however, and Irving Gerber re- 
turned to Milwaukee with orders tucked 
in the cockpit. 
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Style 827—Black 
s' Pull-On Boot 
Brown Elk Skin Uppers, 
Rubber Sole and Heel 
Leather Insole Stitch- 
down Construction. Style 
3835. SIZES: 5-9. 
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LADIES’ JODHPURS 
Selected Leather Uppers. Leather Soles and Heels. | 
Fully Lined. Leather Insoles. Stitchdown Construction. 
SIZES 4-9 






Style 826—Brown 


Terms: 2/10 N/30 
Send for Samples 


No. 3835 


ARNOFF SHOE COMPANY 
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The 
NEW LOOK SANDAL 


Elk Leather Uppers 
Non-Marking Soles 


SF 


$2.00 F.0.B. 'N. Y. 
RED, BROWN, WHITE, GREEN 


Sizes: 814-12 12%-3 


Immediate Delivery 


BEN MARBACH 
FOOTWEAR CO. 


107 W. Broadway New York 13, N. Y. 























Buy Savings Bonds 
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How Many Brands? 


(Continued from Page 56) 


Do you want me to just let them walk 
out of the store? 

“Yes! Yes! By all means, yes!” Mr. 
Hultz said vehemently. “We decided 
that you couldn’t sell everybody in the 
world. We decided that you would carry 
only one type of merchandise and in 
one quality so that everybody who 
wanted that type of merchandise would 
come to your store first. Right?” 

“That’s right,” Joseph admitted in a 
weak voice. 

“If you put out your money for cheap 
shoes, you will not have such a large 
stock of good shoes, will you?” 





ETERANS OF FOREIGN WARS oF ™ U.S 


“No.” 

“And you will weaken your reputa- 
tion for selling good shoes, won’t you?” 

a 

“And you won’t have the large selec- 
tion of styles and sizes and widths that 
was going to build your reputation as 
a quality children’s shoe store, will 
you?” 

“Ne.” 

“Stop yessing me, will you?” Mr. 
Hultz said irritably. “Now tell me again, 
what lines will you carry in your 
store?” 

“Junior Super Arch Shoes?” Joseph 
said hesitantly. 

“Don’t ask me. Tell me!” 

“T’ll still need Merry Miss Shoes for 
style, won’t I?” 

“Are you asking me or are you telling 
me?” 

“Telling you,” Joseph admitted. 

“And what other lines will you car- 
ry?” Mr. Hultz asked in an I-dare-you 
voice. 

“Uh ...” Joseph thought for a mo- 
ment. “I guess that’s all.” 

“You guess?” 

“That’s all.” 

“Good. The fewer lines you carry, 
the better off you are.” Mr. Hultz no- 
ticed Joseph’s eyes traveling around 
the shelves. “All right, you don’t have 
to tell me. I have a dozen different 
brands on my shelves. I don’t know 
how to buy when it comes to buying 
for my own store. I started the wrong 
way. I didn’t have somebody to tell me 
like you have.” Mr. Hultz smiled. “I 
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BARIS SELLS 


Quality Shees from Surplus 
Merchandise. Better fer Less 
BARIS SHOE CO., Inc. 
WOrth 2-5180-1 
79-81 Reade St., New York 7, N. Y. 
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BROWN KID ROMEOS 


Leather quarter back, ae & innate, heavy 
leather soles, brown rubber hee 


SIZES INS — Daily or Weekly 








2510: Men's, 


Sizes: 6 to 12 
24 Pr. to case 





Milwaukee 2, Wis. 


78S N. Water St. 
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guess maybe I’m like the preacher 
who says to his flock, ‘Don’t live like 
I live. Live like I say you should live.’’ 
He turned to Joseph for a smile of 
approbation. He saw none. “Well, may- 
be I could tell it better.” 

Joseph cleared his throat. “Look, Mr. 
Hultz, I must be wrong since you say 
so, but it seems to me that if you buy 
from a few companies instead of one or 
two, you’d be better off. Come to think 
of it, you were talking to that salesman 
from Mayber Shoe Company yesterday 
and he told you the same thing. He said 
that you wouldn’t be able to do any 
kind of a business if you didn’t have 
all those brands on your shelves, just 
as most of the other shoe stores he goes 
to wouldn’t stay in business if they 
didn’t buy from a lot of jobbers.” 

Mr. Hultz cleared his throat. He 
thought. He cleared his throat again. 

(Turn to Page 104, Please) 
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Men’s Steel Toe Safety Shoes 


PTY | 
Men's Popular Priced Work Shoes 
GOODWILL SHOE COMPANY 


Hellisten, Massachusetts 



























SENSATIONAL 


White Dry Shoe Cleaner 


Retail 






Cost, $1.85 Dz. — $21.00 Gr. 
ORDER FROM YOUR JOBBER 
OR DIRECT FROM FACTORY 


S & M CHEMICAL CO., Inc. 


2611 So. indiana Ave., Chicago, Hil. 




















PRICE TICKETS bring sales! 


Many Celors—i09 prices to cheese frem 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 
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Paris Prefers 
(Continued from Page 51) 


to wear shoes that she feels give her 
a chance to be taller than she is. This 
is naturally of considerably more in- 
terest to the private Parisienne cli- 
entéle, too, than it is to the average 
American girl who is really many 
inches taller. However, a number of her 
models this season do not use any plat- 
form; in fact, only one of the sketched 
models does. She has, however, re- 
mained true to the open shoe for many 
of her effects, although she has also 
chosen the buckled front court shoe in 
kid for a number of models. Heels are 
always high and the whole effect is 
lighter and daintier than last season. 

Ascott agrees with the other bottiers 
in making the bulk of his collection for 
formal wear of the exceedingly light 
open sandal type. The only shoes which 
reflected the covered-up look here were 
the day shoes. These he prefers to make 
in black calf but with high slender cuban 
heels, and he lightens the calf with a 
series of perforations in an amusing 
design at the toecap, repeated on the 
high quarter. 


How Many Brands? 
(Continued from Page 103) 


“This is a question that needs rebuttal. 
If I answer you right off the bat, I 
might not say all I want to say. Let’s 
not talk any more about this matter 
today. I will go home and do some 
homework on the question and tomor- 
row we will go into the matter in de- 
tail. Good?” 

“Good.” 

“Stop gooding me, will you?” Mr. 
Hultz reached into his pocket. “Here, 
go out and get us a couple of ice cream 
cones, My throat is dry from talking 
so much.” 


Introduces Neutral Color 


Rubber Heels and Soles 


New York — James O. Smith, Jr. 
of United States Rubber Company 
appeared as guest speaker at the Met- 
ropolitan Leather & Shoe Finders As- 
sociation meeting in the Hotel Penn- 
sylvania, here recently, to introduce his 
company’s new neutral color rubber 
heels and soles which match both tan 
and black shoes. 

Mr. Smith said the new heels and 
soles will bring substantial savings to 
jobbers through the reduction of in- 
ventory and capital investment. 

The new heels and soles are made of 
natural and synthetic rubber com- 
bined with plastics. The neutral shade 
is obtained by scientific blending of 
pigments. They finish easily in black 
or tan with all brands of finishing inks 
currentiy used by shoe repairmen. 

New synthetic compounds are used 
instead of carbon black in the manu- 
facturing process, resulting in a rub- 
ber that will not mark floors. 
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W. Ll. Douglas Shoe Co., Brockton 15. Mass 
New York Offices, 508-510 Marbridge Bidg 
New York 

West Coast Offices, 401-402 Haas Bidg 


New York 1 


Los Angele 14, California 

















High Quality Two-Tone 
Imported Woven 
OXFORDS 


A good summer 
sportswear line 
with wide 
consumer 
acceptance 
Men's 

and boy's 
sizes 













Men’s 

6 to ll, 
$4 pr 

Boys’: 1 

to 5, $3.25 pr 

FOB Brownsville 

2% 10 days net 30 


RIO GRANDE IMPORTING CO. 





Brownsville, Texas 














Washington Newsreel 
(Continued from Page 38) 


written by John F. Root, of the United 
States Consulate General, Sao Paulo, 
and published by the Textile and 
Leather Division of the Department 
of Commerce, of which J. G. Schnitzer 
is chief. 

Shoe manufacturers of this state em- 
ploy 11,000 workers and are said to 
turn out from 40 to 50 percent of 
Brazil’s total production, which is 
variously estimated from 50,000,000 to 
100,000,000 pairs annually. Although 
the largest producers are equipped with 
machinery, the Brazilian footwear in- 
dustry as a whole has progressed little 
beyond the handcraft stage and most 
of the output is accounted for by small 
producers. 
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Neus of the Seleswitnt dnd Syyoleers 


Lou Sachar New President 
Of Better Shoe Guild 


New York—Lou Sachar of M. Wolf 
Sons, Inc., was elected president of The 
Guild of Better Shoe Manufacturers 
at a luncheon meeting held last month 
at the McAlpin Hotel, succeeding Irving 
E. Grossman of I. Miller & Sons, Inc. 





LOU SACHAR 


Charles Fox of Zuckerman & Fox, 
Inc., was named first vice-president; 
A. F. Elliott of Palter DeLiso, Inc., 
second vice-president; John L. Jerro 
of Jerro Brothers, treasurer; Kate Gold- 
stein Kamen, executive secretary. 


The Board of Directors for the new 
term are Irving E. Grossman; Benjamin 
D. Schwartz of Schwartz & Benjamin; 
A. H. Bogutz of Newton Elkin Shoe 
Co.; Salvatore Cangemi of Cangemi, 
Inc.; Joseph Starr of Mackey-Starr, 
Inc.; and Samuel J. Philipson of Van 
Arden, Inc. 


Vice-president of M. Wolf Sons, Inc., 
Lou Sachar has been associated -with 
this firm for eleven years. In the retail 
shoe business for twenty-five years, 
he was shoe buyer for Franklin Simon 
& Co for two years and for Stern Bros. 
for ten years, both of New York City. 


The member firms of The Guild of 
Better Shoe Manufacturers, producers 
of the biggest percentage of the high 
fashion footwear made in this country, 
are Beleganti, Inc., Cangemi, Inc., Thos. 
Cort Ltd., Fox Shoe Mfg. Corp., Jerro 
Brothers, Mackey-Starr, Inc., John 
Marino, Inc., I. Miller & Sons, Inc., 
Newton Elkin Shoe Co., Palter DeLiso, 
Inc., Reual, Inc., Schwartz & Benjamin, 
Inc., Setroy, Inc., Van Arden, Inc., M. 
Wolf Sons Inc., Morris Wolock & Co., 
and Zuckerman & Fox, Inc. 
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Endicott-Johnson to Make 


Lone Ranger Cowboy Boots 

Endicott, N. Y.—The Endicott-John- 
son Corporation has announced the 
signing of a contract with Lone Ranger, 
Inc., for exclusive rights to manufac- 
ture and market an appealing new line 
of children’s cowboy boots under the 
trade name “Official Lone Ranger.” 

The specially designed and styled line 
of “Lone Ranger” boots will be packed 
in an elaborate four-color carton, fea- 
turing the “Lone Ranger” in bold dis- 
play. With each pair of boots, young- 
sters will receive an official “Lone 
Ranger” mask and other illustrated 
“Lone Ranger” material. 

A new factory has been set aside for 
the exclusive production of the new line 
of “Lone Ranger” cowboy boots. 





C. Rhinehardt to Represent 
Edwin Clapp & Son 

Boston, Mass.—During the month of 
March the sales force of Edwin Clapp 
& Son, Inc., met at the factory at East 
Weymouth, Mass. The meetings were 
under the direction of Edwin Clapp 
Lincoln, president, and included Joe 
Severance, representing the Southeast; 





CARL RHINEHARDT 


L. H. Billet, representing the South- 
west; G. Forde Johnsen, representing 
the Pacific coast; Dave Drinkwater, 
representing the East and middle West; 
Sumner W. Chandler, representing New 
England; and Carl J. Rhinehardt, rep- 
resenting the middle Eastern states. 

Carl Rhinehardt is a new member 
of the selling organization, taking the 
northerly portion of Joe Severance’s 
territory, which the latter has covered 
successfully for 44 years. Mr. Rhine- 
hardt brings with him a_ successful 
knowledge of retailing and designing 
from 27 years of experience in the re- 
tail field. 


Harold Krasner Appointed 


Representative for Barrett 
Nashville, Tenn—Harold J. Krasner, 
well-known figure in Eastern shoe cir- 
cles, has been appointed representative 
of Barrett Shoe Company’s “Twenty- 
ones” feature line, it was announced oy 
G.lbert F. Jonas, sales manager of the 





H. J. KRASNER 


Barrett Shoe Company (division of 
General Shoe Corporation, Nashville, 
Tennessee). He will serve the New 
York, New England and Eastern Penn- 
sylvaria trade area, succeeding Harry 
Phillips, who has assumed responsibil- 
ities at central headquarters of General 
Shoe. 

Since graduating from law schoo] in 
1929, Mr. Krasner has served in a buy- 
ing capacity with such stores as The 
Hahne Company at Newark, N. J.; 
Abraham & Straus in Brooklyn, N. Y.; 
and the May Company in Baltimore, 
Md. In 1943 he set up his own selling 
office to serve retailers throughout the 
country. Now he will devote full time 
to serving “Twenty-ones” and Barrett 
customers, 

Mr. Krasner will have offices in the 
Marbridge Building, New York. 





Appointed Executives of 


Hamilton, Scheu & Walsh 


St. Louis— Harry Bennigson, vice- 
president and sales manager of the 
Hamilton, Scheu & Walsh Shoe Co., 
here, has announced the appointment 
of Belmont Norris and Ray Sollis to 
executive positions within the company. 

Mr. Norris, who is well known in St. 
Louis and Chicago manufacturing cir- 
cles, has been placed in charge of main- 
tenance of quality production in the 
manufacture of all shoes of the firm, 
while Mr. Sollis has been named fac- 
tory superintendent of the novelty 
plant. 
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Takes Over Metropolitan 


Area for Jarman 


Philadelphia, Pa.—W. T. Regenauer, 
the Jarman representative in the Pitts- 
burgh-Baltimore territory, has taken 
over the New York City metropolitan 
area for the company. This territory 
comprises all five boroughs in New 
York City, all of Long Island, and four 
counties in New York State — West 
Chester, Rockland, Putnam, and 
Dutchess Counties, 





W. T. REGENAUER 


Prior to his association with the 
Jarman Shoe Company, Mr. Regenauer 
had charge of merchandising and sales 
of men’s, women’s, and children’s shoes 
for 123 stores, from Maine to Florida 
and as far West as Pittsburgh, for the 
Montgomery Ward Company for the 
past five years. Prior to that, he was 
for five years promotional] director of 
the retail division of the Freeman 
Corporation of Beloit, Wisconsin. 

Mr. Regenauer succeeds Barney 
Gerstein, who has resigned to devote 
his entire time to the operation of his 
Jarman retail shoe stores. 


Mid-West Children’s 


Manufacturers Organize 

St. Louis—The formation of a com- 
mittee of juvenile shoe manufacturers 
was announced recently by the St. 
Louis Shoe Manufacturers Association, 
following a conference of juvenile shoe 
firm representatives at the Hotel 
Claridge. 

Fred J. Weber, president of the 
Weber Shoe Company, was elected 
chairman, and liaison arrangements 
were established to permit continual 
intra-industry contact on styling and 
market promotion techniques. 

“The recent jump in the juvenile 
shoe demand on this market made this 
conference necessary,” said Mr. Weber. 
“St. Louis is now producing over a third 
of the nation’s footwear for children. 
If we are to meet the new production 
requirements and at the same time 
maintain the style and quality stand- 
ards for which the St. Louis market 
is now known, we’ve got to work 
together.” 





106 





The committee will meet quarterly 
with the next meeting tentatively 
scheduled for July. Meanwhile, a 
monthly bulletin will be established to 
go to all St. Louis juvenile shoe firms 
under the committee’s auspices, At- 
tending the conference and partici- 
pating were: 

Henry J. Weber, president, and Wylie 
Creel of the Black River Shoe Co.; L. J. 
Raymond, sales manager, and John Zei 
of the Ettelbrick Shoe Co.; G. M. 
Abbott, International Shoe Co.; Robert 
Handler, president, and Oliver E. Mai- 
sak, secretary-treasurer, of Maisak- 
Handler Shoe Co. Inc.; D. F. Moran, 
president, Moran Shoe Co.; Robert F. 
Klick, vice-president, and Walter H. 
Klick, treasurer, Tobin-Hamilton Co. 
Inc.; Fred J. Weber, president, and 
Elmer Cohen, vice-president, Weber 
Shoe Co.; Leo J. Jordan, president, 
James E. Wesserling, vice-president, 
and William Jordan, secretary, of Wes- 
seling-Jordan Shoe Co.; and Arthur H. 
Gale, secretary of the St. Louis Shoe 
Manufacturers’ Association. 


Will Adams Joins 
Ervin S. Manske & Co. 


St. Louis—Will Adams has recently 





joined Ervin S. Manske & Co., St. Louis ° 


agent for the Colonial Tanning Com- 





WILL ADAMS 


pany of Boston, Mr. Adams is a grad- 
uate of Chaminade College in St. Louis, 
and he served during World War II 
with the 149th Division of the U. S. 
Engineers. Mr. Adams headquarters 
are at 1602 Locust Street, in this city. 





Goodyear Appoints New 


Production Manager 


Akron, Ohio — Appointment of Earl 
T. Stolberg as production manager of 
Goodyear Tire & Rubber Co.’s factory 
at Cali, Colombia, South America, has 
been announced by G. K. Hinshaw, 
vice-president and production manager 
of Goodyear foreign cperations. 

Mr. Stolberg, accompanied by his 
wife and their three children, will sail 
from New York May 28 on the SS 
Santa Maria. The Goodyear plant in 
Colombia produces tires, tubes, shoe 
products and tire repair materials. 


Herbert Rich, Jr. Joins 


Lewis Heicklen Sales Co. 


New York—Herbert J. Rich, Jr., has 
joined the Lewis Heicklen Sales Co., 
here, effective April 12. Mr. Rich re- 
signed from Miles Shoes, Inc., where he 
was in charge of buying and promotion 
of men’s and boys’ shoes in their chain 
of 129 stores for the past two years. 

The Lewis Heicklen Sales Co. repre- 
sents the manufacturing division of the 





HERBERT RICH, JR. 


G. R. Kinney Co. Mr. Rich will be re- 
sponsible for the styling and develop- 
ment of men’s and boys’ shoes in their 
two men’s factories, namely, the Perry- 
Norvell Co in Huntington, W. Va.; and 
the J. Landis Shoe Co. in Palmyra, Pa. 
The Kinney company’s manufacturing 
division for many years has sold a por- 
tion of its shoes to volume users. Mr. 
Heicklen stated that Mr. Rich in addi- 
tion to his duties in developing the 
men’s and boys’ lines will also do con- 
tact sales work with large retail organ- 
izations. 

Prior to Mr. Rich’s joining the Miles 
Shoe Co., he was associated with B. 
Rich’s Sons, Washington, D. C., for 
ten years in charge of their men’s and 
boys’ operation, as wel] as handling 
all phases of that store’s promotional 
activities. Mr. Rich has been recog- 
nized for some time in the men’s indus- 
try as a style authority on men’s and 
boys’ footwear. He has served for more 
than ten years as a member of the 
Men’s Shoe Style Committee of the 
NSRA. 


New Line Added 
By Beleganti 

New York—Unlined wedges with 12/8 
heels will be produced by a new foot- 
wear division at Beleganti, Inc., it was 
announced recently, by Sidney Sandler 
and Earle Teshon, principals of the 
firm. 

“Gaunti” is the name of the new shoe 
group, a word meaning glove in Italian. 
Made of sueded leathers, the Gaunti col- 
lection includes pumps, stepins, ankle 
straps and ties with dressmaker detail- 
ing. 
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WRITE US TODAY for our 
new illustrated Catalogue 
with lower prices... 











BANGOR, MAINE 











Shoe Group Elects 


Henry Meirs President 


Boston, Mass.—At the annual meet- 
ing held here last month at .Boston’s 
Parker House, the New England Shoe 
Foremen & Superintendent’s Associa- 
tion elected as president, Henry Meirs, 
executive of the Jay Shoe Co. 

John Cocozella, who served four terms 
as financial] secretary, was elected first 
vice-president. Others elected were: 
Alexander Joyce and Charles Christo- 
pher, vice-presidents; William Trites, 
treasurer; F. G. Moynahan, secretary; 
and Joseph LaTorre, financial secre- 
tary. 

Board members elected included the 
following men: Rudolph Bieringer, 
George Dumas, Chester Rodenbush, 
Stanley Halperin, Samuel White, James 
Mecurio, Louis Lulow, Harry Neusner, 
and Jack Coulombe. 

Also elected as trustees of the per- 
manent relief fund were: George Gar- 
vey, Ephraim Lederman, F. G. Moyna- 
han, Walter Reinstein and Chester 
Rodenbush. 


L. L. Smith Marks 40th Year 
With Goodrich Company 


Akron, O.—L. L. Smith, treasurer of 
The B. F. Goodrich Company; com- 
pleted 40 years of service with his com- 
pany recently. 

“Lou” Smith joined B. F. Goodrich 
as a tire adjuster immediately after his 
graduation from schoo] in 1908. He 
was named assistant manager of the 
Kansas City district the same year. 

As a sales supervisor he travelled 
extensively in the middle west for sev- 
eral years before being transferred 
to the company’s principal offices in 
Akron, Ohio, in 1915 as a credit man. 

In 1918 he became a general credit 
manager and in 1920 was named assist- 
ant treasurer. In December, 1940 he was 
elected to his present position as treas- 
urer of the company. 
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Winneguth Active In 
Travelers’ Associates 





Los Angeles, Calit.—Eighteen years ago, 
Carl Winneguth (right) accepted an offer 
to travel the West Coast and has never 
regretted doing so. At that time he had had 
some four years of road experience and had 
held down a shoe buyer's job with Mandel 
Bros., and Rothschild stores in Chicago. 

For the past eight years, Mr. Winneguth 
has been handling the Louis H. Salvage 
line, yet he has found time to be very 
active in the West Coast Shoe Travelers’ 
Associates, as a member of the board and 
as president last year. 

In 1942, Carl Winneguth took his son, 
Gil, on the road with him so that Gil could 
learn first-hand what it was all about. Gil 
Winneguth, who was then with General 
Shoe Corporation, has for the past few 
years carried the Salvage-Molloy “Barbara 
Gay” line. 


Stresses Need for 
Real Merchandising 


(Continued from Page 80) 


lower than in 1946, there were more 
leather shoes produced. This shift was 
symptomatic of an underlying trend 
which cannot be dismissed and which 
must be clearly understood in view of 
the leveling off or decline in physical 
retail volume. 

Leather is identified with value which 
the consumer knows and does not ques- 
tion because instinct and direct experi- 
ence combine to place leather in the 
category of things which are basic and 
lasting rather than temporary or sub- 
stitute. As long as those who sell 
leather products take leather for 
granted, the consumers will do the 
same. 

In a competitive system where indus- 
tries and products are constantly exert- 
ing pressure upon the reward of mer- 
chandising effort, any proper means of 
achieving a premium return should be 
welcome. In essence, I suggest to you 
that leather contains possibilities for 
giving a lift, a competitive edge to 
merchandising, which cannot be ig- 
nored. When leather goods are pro- 
duced and merchandised to provoke and 
satisfy basic responses in consumers, 
a differential advantage can be secured 
in the market-place. 








LL 


itl lll lll lll littl 





Leather Soles 
Front Tassels 


Stitchdown 
Construction 







2/10 N/30 
Send for Samples 3880 


ARNOFF SHOE COMPANY 











“LYCO” seamless sole, elastic top, snug 
fitting heel, one shade only. 

“Celanese” Rayon ....$2.75 per dezen pair 
Quality Cetten _...... 1.80 “ - = 
Packed in 6 doz. attractive Display Counter 
Easel or in dozen boxes ..... sizes 8% to ll 

LYONS & COMPANY 
120 Duane St., New York 7, N.Y. 

Quality Shee Stere Supplies for 48 Years 
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RIDING BOOTS 


@ English Type 

@ Calfskin Kip Uppers 

@ Leather Lined 

@ Goodyear Welt 

@ Leather Soles and Heels 

800 Ladies’ Brown $11.40 

801 Ladies’ Black $11.40 
Sizes 4-9 
















900 Men's Brown $12.00 
91 Men's Black $12.00 

Sizes 64-12 
Terms: 2/10 N/3# 


SEND FOR OUR 
148 CATALOG 
el 


ARNOFF SHOE COMPANY 
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The latest revised edition of 
THE SHOE AND LEATHER 
LEXICON — the l4th — is 
available again! 
This illustrated glossary of trade 
and technical terms serves a 
very useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and constant “tool 
of the trade.” 


The Shoe and Leather Lexicon 
75¢ per copy, prepaid 


BOOT and SHOE 


100 East 4znd Street 
RECORDER New York 17, N. Y. 














MORE QUICK HELPS 
FOR SHOE RETAILERS 


fon the only book of its kind; encycle- 
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‘essor 0: arketing, School of Business 
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100 E. 42nd St.. New York 17, N.Y. 
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Review of the Retail Trade 


(Continued from Page 64) 


The shoe buyer for a high-style 
salon said that polished amber and 
deep orchid have made a hit this 
Spring, while red did not open up as 
well as had been anticipated. Black 
also was said to be running below 
expectations. Black patent, however, 
is expected to open up well in April. 
Among best selling colors have been 
blue and green. This store met last 
year’s record-breaking figures for the 
first quarter. 

Demand has been almost entirely 
for open shoes in recent weeks, with 
the sling platform in first position. 
Higher quality shoes and bags are 
holding up best. 

Black patent was said to be run- 
ning first in Lincoln in early April 
selling, while all colors have been 
wanted, particularly grey and cocoa- 
nut. One buyer expects closed shoes 
to be in greater demand next Fall 
than for many a season. 
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Washington Merchants 
Expect Good Season 


Au Washington D.C. stores ex- 
pect good sales throughout Spring 
and right through as buying goes 
over into Fall styles. The new popu- 
larity of gold has created divided 
opinion. Shops with Florida and Cali- 
fornia connections, catering to the 
high style trade, such as Erlebacher, 
I. Miller and Seymour Troy, expect 
excellent trade in gold for street or 
dress wear. Shops carrying lines for 
the middle bracket clientele, how- 
ever, are expecting the move toward 
gold to be more conservative, and are 
stocking gold as trim on black or 
white. 

Washington shoe merchants were 
surprised by the trend toward blue. 
All had stocked well in the color, and 
therefore had been able to take care 
of the calls. But all reports were of 
amazement at the extent of its popu- 
larity. 

Other colors were also good—red, 
green, grey and balenciaga high and 
low wedges, open toes, sling straps 
and anklets were all moving. But the 
Washington Shoe customer still isn’t 
ready to go back to the closed back 
and toe, fashion dictators to the con- 
trary. James L. Davis of I. Miller, 
explains it simply, ““The open toe and 
back are too comfortable, and women 
don’t give up comfort that easily.” 

I. Miller found deep orchid, amber 


and gunmetal in heavy demand. As 
a variation from the customary col- 
ors, many women were intrigued. 
With a matching bag, the deal was 
clinched. Good publicity aroused 
curiosity and brought out those 
shoppers who would not have seen 
the colors in passing by the store. 

In addition to high hopes for gold, 
all shoe men selling to the middle- 
bracket customer foresee a good sea- 
son in white with predominance 
in black, brown and blue specta- 
tor combinations. Washington, of 
Southern tradition, is a clean city 
with heat and sun high in the Sum- 
mer. White is still part of Southern 
tradition and the Washington shoe 
dealers feel that the woman who re- 
mains in town is not yet ready to 
give it up. Nevertheless, black doe- 
skins are in demand and are expected 
to continue to sell well through the 
Summer season. 

Colored play shoes are coming in 
and are expected to go well. The bet- 
ter shops have been slow in past years 
in putting in stocks of play shoes, 
but, since manufacturers are now 
producing casuals on narrow as well 
as wide lasts, these merchants have 
taken in full lines in expectation of 
brisk trade. 

Generally speaking, dollar volume 
is holding up with unit volume drop- 
ping, but expectations are good for 
a brisk Spring trade. 
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Slow Start to Portland 
Spring Business 


SHoE men in Portland, Me., report 
that Spring business has been as good 
as can be expected. High living costs 
and inclement weather delayed the 
Spring selling, despite the early date 
of Easter. 

Mary Janes and saddle shoes have 
been big sellers in children’s lines, 
with a definite trend toward red. 
Men’s shoe dealers report bigger sales 
in brown and a trend toward “setter 
red”, with the minority of sales in 
black for strictly dress wear. Balle- 
rinas were tops with the teen-agers. 

Rudolf H. Trafton reported a 
tremendous business on red shoes for 
women, which they attribute direct- 
ly to a promotion started early in 
the Spring, featuring a window of 
reds alone. Other dealers who did 
not go all-out on color promotion 
report the usual conservative Port- 
land women’s shoe sales of navy blue 
and black. 
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MEN’S GOLF SHOES 
De-Luxe Models 
Featuring: 

The “‘New’’ Combination Last 
Water Repellent Leather Soles 
Full Grain Leather In-Soles 
Extra Heel and Sole Lift 
Socket Set Removable Spikes 
SIZES: 


C WIDTH 8 to 12 
D WIDTH 6% to 12 


Ne. 2178 
ALL BROWN 
KIP-CALF 

$8.75 







@ Many other 
styles. Send for 
catalog showing 
complete line. 








ARNOFF SHOE COMPANY 








Business Picks Up in 
Minnesota Stores 


Minneapolis 


Wir the coming of more season- 
able weather, plus heavy advertising, 
shoe sales generally are reported to be 
good. Larger stocks and greater va- 
riety of styles have helped to move 
merchandise. 

High style shoes with a touch of 
elegance complementing present-day 
garments are moving well. Ankle 
straps are popular. Color is in de- 
mand. Young-Quinlan promoted a 
group of gold styles for wear with 
cotton dresses, slacks and shorts. All 
were wedges, some with ankle straps. 

Black patent is strong, and ensem- 
bles of shoes and matching bags have 
been very good sellers for Spring. 

The “new” style picture is a theme 
in most promotions emphasizing 
length and sleekness of line. 


St. Paul 


SHor merchants are looking for- 
ward to large sales in the coming 
months. Deferred purchasing is now 
bringing in many customers, so that 


sales are generally good, although 
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they were slow in many stores in the 
pre-Easter period. Merchants are 
watching inventories closely because 
of uncertainties about price. 

Navy is the big news in demand. 
Many shoe men are sold out of this 
color because they had not expected 
it to be so high in favor. Black 
patent pumps, high-heeled and sever- 
ly plain, are selling well. D’Orsay 
styles with shaped instep lines are 
moving fast for “dress-up”. 

Men’s shoes have been heavily ad- 
vertised. Brown is the color of great- 
est acceptance in men’s styles. Heavy 
soles are still in demand. 

Oxfords with novelty slashed eye- 
lets, perforated vamps, slanting 
bands, stitched buckles, side-buckled 
insteps straps, high-pointed center 
seams are novelty notes which have 
good acceptance. 

= 


* * 


Coast Shoe Men Seek 
Extra Sales 


Tue battle for the elusive extra 
pair of shoes for June and July selling 
has been definitely planned in the 
Los Angeles area. Price and style- 
conscious retailers are making a con- 
certed effort to attract extra volume 
sales with new ideas and colorful 
promotions. Some retailers, especially 
those in the $12.95 to $25.95 price 
lines, are going all-out in promoting 
pastels, feeling that they might prove 
to be the “‘whipped cream” of this 
season’s selling. 

Although operators in the medium 
and lower-priced brackets exhibit 
extreme caution about the salability 
of pastels, the swift response to ad- 
vertisements featuring pastel suede 
shoes, highly styled and with match- 
ing handbags was regarded by many 
as the barorreter to future sales, par- 
ticularly with regard to more fash- 
ion-conscious women. 

Invoking a fresh new note and 
typical of the delicate, more fem- 
inine approach in fashions today, 
softly tinted pastels offer strong 
fashion appeal, as they can be worn 
with practically every coior. Rapidly 
gaining momentum is avocado green, 
which offers striking contrast to 
black, brown, white, or midnight 
blue. Pink beige, a warm rosy hue, is 
worth watching, while tangerine, 
lemon yellow and subtle shadings of 
aqua and blue are also noted. 

Several retailers, who feature 
highly priced and styled footwear 
are stocking light colored linen 
shoes, some of which are being 
dyed to match ensembles. Linen 
shoes are considered important since 
the demand right now is for shoes 
that match costumes. 
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® Custom Fit 

Heavy Brown Elk 
Uppers 

© Leather Lined 

® Goodyear Welt Constr. 


® Oil Treated Leather 
Soles and Heels 


In-STOCK 
Sizes 644-12 


$12.00 


Terms: 2/10 N/30 
Send for Samples 












No. 3750 


ARNOFF SHOE COMPANY 
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WRITE US TODAY for our 
new illustrated Catalogue 
with lower prices .. . 


SS 


BANGOR, MAINE 














Versatile gold is still in the lead 
as the all-around favorite with Cali- 
fornians, many retailers contending 
that they cannot get enough of the 
glamourous shoes. And there is no 
evidence that the gold rush will slow 
down. Pointing out that gold adapts 
itself easily to almost every kind of 
occasion and outfit, many felt that 
it has established a definite purpose 
for itself in a woman’s shoe ward- 
robe. Many variations of gold are 
being used — white and gold is in 
terrific demand in high-heeled dressy 
patterns as well as in casuals and 
wedges; multicolored strips of suede 
with gold contrast are also in the 
picture in highly styled shoes or in 
wedges; red, green, and blue leathers 
or suedes combined with the gleam- 
ing leather, and pastel suedes with 
gold piping in casuals and wedges 
for resort wear come in for a fair 
amount of play. 
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BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY 














tribution. 





NEW LOOK MERCHANDISING 


We are offering to one or more manufacturers of Specialty 
lines of Men’s Women’s, or Children’s Shoes the following mer- 
chandising service to fit in with the present day tempo of dis- 


1. Sales Force of 12 trained men. 

2. Adequate warehouse facilities for in-stock department. 

3. New and large modern Show Room on street level in 

Chicago’s shoe district. 

4. Ample facilities for handling Accounts Receivable. 

5. Active head of this firm has 32 years experience in all 

phases of shoe business. 

6. Contact established with 5500 independent retailers, all 

well-rated accounts, for the last seven years. 

This is a splendid opportunity for one or two reputable 
manufacturers who are currently studying their merchandising 
and distribution problems for the future. 

Address 2500, care Boot & Shoe Recorder, 209 South State Street, Chicago 4, Il! 





REPRESENTATION 
WANTED 


in America for high-class Northampton made shoes 
Nation wide distribution essential. Please write 
JOHN MARLOW & CO., Ltd., Northampton, Eng- 


land. 
(Division of the Norvic Shoe Co., Ltd.) 








SALESMEN WANTED 

















SALESMEN WANTED 


SALESMEN WANTED 








FOUR SALESMEN 
Men's & Boys’ Shoes 


Territories: 
CENTRAL—EASTERN 
MID WEST 
SOUTH WEST 
Must be experienced and 


familiar with territory 
Drawing Account 


Write Fully 
BELLEVILLE SHOE 
MFG. CO. 
Belleville, Illinois 














SALESMEN FOR 
NATIONALLY ADVERTISED 
CASUAL AND SPORT 
TYPE SHOES 
* 

OPEN TERRITORIES: 

. Georgia, Alabama, Florida. 

. Michigan and Ohio. 

. Illinois, Iowa. 

. North and South Carolina, Vir- 
ginia, West Virginia. 

. Kentucky, Indiana, Tennessee. 

. New England. 

. Pennsylvania, New York State, 
Maryland, Washington, D. C. 

. Metropolitan New York and 
New Jersey. 

. Montana, Wyoming, Idaho, 
Utah, Colorado. 

4 
Address Box 510, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y 


o @ NOM PWN 


Salesmen with Good 
Following of Leading 
Department Stores 
And High-grade 
Retail Outlets 


For Nationally known, Nation- 
ally advertised manufactured 
Line Women’s Casuals. All re- 
plies treated in strict confidence. 
State experience, age. Territory 
open: Texas, Louisiana, Okla- 
homa, Arkansas, New York and 
New Jersey. 

Address Box 4%, care BOOT & SHOE RECORDER, 

100 East 42nd Street, New York, N. Y. 

















MAINE, NEW HAMPSHIRE, VERMONT 
ESTABLISHED TRADE 


Complete popular priced Women’s 
Novelty and Staple Shoe Line. An 
excellent opportunity for an ex- 
perienced salesman. Main or side 
line. This area actively solicited by 
us for thirty years. All replies con- 
fidential. 


Address Box 498, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass 








advertisers on contract. 





CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box number 
is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If advertiser’s own 
name and address is used, count each word (street number is one word) at word rate. Classified advertising is payable 
in advance. Send check or money order with your copy. Ne accounts are opened for classified advertising except for regular 


The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 
&* Advertisements for this page must be in our New York Office 10 days preceding publication date ™ 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











eAttention: 





Representative with Sales Office 
In Marbridge Building 


If you represent a women’s leather shoe factory with office in 
Marbridge Bldg., and wish to curtail expenses and considerably 
increase your income, here is an outstanding opportunity. One of 
the foremost high quality slipper manufacturers, for years tho- 
roughly intrenched with leading chain stores wishes to enlarge his 
customer following of chains, department stores, and particularly 
of buying organizations in greater New York. Our line has proved 
to be without competition in $3-$5 retail field. We need little 
space as our line is concentrated. Kindly write for appointment, 
state firm you represent and office available. 


Address #517, care Boot and Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 








SALESMEN 


WANTED 


Because of our expansion program we have ter- 
ritories open for good salesmen in several sections 
of the country to sell our nationally advertised 
Men’s and Boys’ Lines. 


Unusual opportunity to make permanent con- 
nection and enjoy above-average income with 
long-established and highly regarded company. 


Please give full particulars in first letter, inclu- 
ding age, experience, most recent connection, etc. 
Personal interview will be arranged. 


Only experienced traveling men considered. 


All replies strictly confidential. 


Our present sales organization knows of this 


advertisement. 


W. L. DOUGLAS 


0 MANUFACTURER'S 
Reptile Bags to Stores, Chains, etc 
HANDBAG CORP 


ALESMEN 


Liberal com 
ssion. BELLE 16 East 30, New 


N. Y 


ANUFACTURER OF NATIONALLY ADVERTISED 

LADIES’ SPORT SHOES AND SLIPPERS, with 
established accounts, has the following three protected 
territories open for fully experienced men, with cars 
Middle Atlantic, Pacific Coast, Southwest Retail 
buying experience desirable Fixed drawing against 
ommissions. Write full details immediately. Address 
2519, care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y 
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SHOE 


Shoes 


CO.,BROCKTON 15, MASS. 








W4rTEo Well Known Manufacturer better grade 

Popular Priced Casuals, Leather and fabrics; 
Slippers, satin, Brocades, with Leather Soles; territories 
open for men calling Department Stores, Chain Stores 
and Better Retailers. This is unusual opportunity to 
associate with fast growing organization. State ful! 
particulars, territory covered, lines carried. Box 592 
Altoona, Penna 





ANUFACTURER EQUIPPED TO PRODUCE 50-75 

CASES Popular Priced, California Process Slippers 
and Casuals per day wants man able to sel! the whole 
output. Opportunity for Investment, however, not 
essential. Address $522, care Boot & Shoe Recorder 
100 East 42nd Street, New York, N. Y. 








SHOE SALESMEN 
WANTED 
by 
WILLIAM COHAN CO. 
19 So. Wells Chicago, IIl. 


Midwest Distributors of Huskies 
Moccasins and Wellco Foamtred 
Play Shoes and Slippers Nation- 
ally Advertised Brands. 

Also line of Women’s Casuals, 
Sport Shoes and Slippers in- 

stock. 
Territories open: 
No. Michigan, No. Wisconsin, 
No. and So. Dakota, Nebrasics, 
So. Illinois and Missouri. Ex- 
cellent opportunity for men with 

experience. 


So. Indiana, 








We are offering 


SOLIDLY 
ESTABLISHED 
TERRITORIES 


to experienced 
COMMISSION MEN 


A well known, established New 
England Distributor specializing 
in Women's Sport Oxfords, Play- 
shoes, Sandals, Casuals and low 
heel Novelties. 


Due to an expanded sales pro- 
gram we have a limited number 
of choice protected territories 
open to the right men. Our line 
can be carried with a non-con- 
flicting line. Please give full in- 
formation regarding yourself in 
first letter. 


Address Box 525, care BOOT & SHOE RECORDER 


10 High Street, Boston 10, Mass 











GALESMEN FOR NATIONALLY ADVERTISED PLAY 
SHOE at Popular Price, to carry as Side Line in 

all territories. Address #527, care Boot & Shoe 

Recorder, 100 East 42nd Street, New York, N. Y. 





SIDE LINE SALESMAN WTD. 








IDE LINE SALESMAN FOR RETAIL 

SHOE BOWS AND BELTS. All territories 
open. Commission basis. Address #462, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y 





ALESMEN WANTED for Various Terri- 

tories to sell small display fixture. Any 
stores handling shoes are prospective buyers. 
Four samples fit in ordinary shoe box. Ex 
ceptionally liberal commissions. State terri 
tory covered. Address #452, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York, 
mw. & 


ill 


























SIDE LINE SALESMAN WTD. 


SALESMEN WANTED 


SALESMEN WANTED | 











Complete line of Children’s, Misses’ 
Welts, in-stock; Widths and Styles: 
Sandals, Oxfords and High Shoes for 
Western Pennsylvania and New York 
State (excluding Metropolitan New 


York City). 
Address #526, oxo Gant, 6 Sse Gande, 
100 East 42nd Street, New York, N. 











IDE LINE SALESMEN to carry HIGH GRADE 

Children’s Shoes, Ankle Straps, and Sandals. Com- 
mission basis, drawing account if qualified. State 
territory. References, confidential. Address 3497, 
care Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 





WANTED 
SIDELINE SALESMEN 

To carry Line of Men’s, Women’s, 
Boys’ and Girls’ Quality Hand Sewed 
and Machine Sewed CAMP MOC- 
CASINS and LOAFERS for Whole- 
saler specializing in MOCCASINS. 
Commission basis. Give references. 
State age, experience, and what terri- 
tory you are able to cover. 


Address: Box #512, care of Boot & Shoe Recorder, 
10 High Street, Boston 10, Mass. 





SHOE SALESMEN WANTED BY MANUFACTURER 


This is a real opportunity for the right man to sell a fast 
moving Line of Men’s and Boys’ Stitchdowns to retail trade. 
Company features ads in National Shoe Magazines, Circulars. 
Line consists of Romeos, Loafers, Bowling Shoes, Work Shoes 


In applying state experience, age, Lines carried at present; 
references. Replies held strictly confidential. 
Address 3511, care Boot & Shoe Recorder, 100 East 42nd Street, New York, N. Y. 


and Oxfords. Territories open — IOWA 
ILLINOIS OKLAHOMA CAROLINAS WYOMING 
WISCONSIN PENNSYLVANIA LOUISIANA NEW MEXICO | 
MISSOURI W. VIRGINIA KANSAS ARKANSAS | 
TEXAS VIRGINIA NEBRASKA ARIZONA 




















PLENDID OPPORTUNITY FOR MEN TO CARRY OUR 

COMPREHENSIVE LINE of Children’s Pre-Weits. 
Instant In-Stock Service. An extremely lucrative Line 
for our present salesmen. Openings in Delaware, D. C., 
Florida, Georgia, Illinois, Indiana, lowa, Kan as, 
Maryland, Minnesota, Missouri, New Jersey, North 
and South Carolina, Dakotas, Oklahoma, Texas, Vir- 
ginia, West Virginia and Wisconsin. Write full details 
to Box #503, care of Boot & Shoe Recorder, 100 
East 42nd St., New York 17, N. Y. 


5. Alabama. 


REAL OPPORTUNITY 


Following Well Established Territories open for In-Stock 
Line of Popular Priced Men’s and Boys’ Dress Oxfords; 
Women’s Arch Shoes and Casuals. 

1. Part of Philadelphia and New Jersey. 

2. Western Pennsylvania, West Virginia and Ohio. 

3. Eastern and Central Pennsylvania. 

4. North and South Carolina. 


Must travel by car. Give full particulars regarding age, experience, etc. All replies confidential. 


A. MELTZER (WELT O PEDIC SHOES) 
28 N. 4th St., Philadelphia, Pa. 





Wanted... SIDELINE SALESMEN 


To Carry Line of Men’s, Women’s, Boys’ and Girls’ 
Quality Hand Sewed and Machine Sewed CAMP 
MOCCASINS and LOAFERS for Wholesaler speciai- 
izing in MOCCASINS. Commission basis. Give refer- 
ences. State Age, Experience, and what Territory 
you are able to cover. 

ess Box 393, care BOOT & SHOE RECORDER 

10 High Street, Boston 10, Mass. 











ALESMEN WANTED TO CARRY ATTRACTIVE 

AUSTRALIAN ALL-WOOL Quality Felt Slippers, 
Priced Right. All territories, including New York 
except Washington and territory south of Washington, 
East of the Mississippi; California, Oregon, Washington 
and Idaho. Address #506, care Boot & Shoe Recorder, 
100 East 42nd Street, New York, N. Y. 





CKET SAMPLE ITEM FOR MEN CALLING ON 

BETTER STORES; Fast selling and excellent re- 
orders. A. W. BEESON, 260 Milford Street, East 
Lansing, Michigan. 





ROFITABLE 100% IN-STOCK LINE BABY, IN- 

FANTS’, CHILDREN’S for settled man in each of 
Indiana, Illinois, Wisconsin and lowa calling on General, 
Variety and Shoe Stores. Repeat mail orders. Address 
Box #518, care of Boot & Shoe Recorder, 209 South 
State Street, Chicago, Illinois. 





AGENT WANTED 








Arkansas 

Kansas 

Indiana 

Florida 

Kansas City and Western 
Missouri 

Louisiana 

Wisconsin 

Kentucky 


PID MPwWNe 





SHOE SALESMEN WANTED 
By Established Manufacturer of Misses’, Children’s Boys, 
and Growing Girls’ Shoes. Our Lines retail $4 to $7. 
We operate an extensive Instock Department. 
We are interested in securing the full time service of ex- 
perienced Shoe Salesmen for the following territories: 
9. 


10. 
11. 


Address #514, care Boot & Shoe Recorder, 100 East 42nd Street, New York, N. Y. 


Mississippi 

Minnesota 

St. Louis and Eastern 
Missouri 

Virginia and West Virginia 

Arizona and New Mexico 

Colorado 

Tennessee 

Nebraska 











FOR SALE 


FOR SALE 











WANTED: Manufacturer’s Agent for Nationally Dis- 
tributed and Private Label Shoe Polish Lines. 
Write VANGARD CHEMICAL CORP., 3903 Garfield, 


St. Louis, Mo. 





REPRESENTATIVE WTD. 





BOSTON CHILDREN’S SPECIALTY HOUSE is In- 

terested in a Local Representative. Must be tho- 
roughly experienced. An excellent proposition for the 
right gg All correspondence will be kept hy 
confidential. Address Box #502, care of Boot & 
Recorder, 10 High Street, Boston 10, Mass. 
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HEALTH SHOE STORE 
Established In Central Pennsylvania; Population 
100,000; Best location, reasonable rent. Staple 
Stock, Nationally Advertised Brands. Rare oppor- 
tunity right party or Chain Store to Enlarge and 
Increase Volume. Sickness forces quick sale. 
About $20,000 required. 

Address 3524, care Boot & Shoe Recorder, 
100 East 42nd Street, New York, N. Y. 


LAvles’ AND CHILDREN’S SHOE SALON, Eastern 


lowa. 


Nationally advertised Lines. 


Fine location; 


Good Lease. Good reason for selling. Cash deal only. 
Address 3$504, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 

















ALF INTEREST IN PROFIT-MAKING SHOE FAC- 
TORY in a large Mid-Western City, making up to 
500 pairs a day popular priced, teen-age dress shoes. 
must be a salesman with good retail trade 
following — a man who can sel! and take charge of 
salesmen. Address #£521, care Boot - : Recorder, 
100 East 42nd Street, New York, N 


I" THE HEART OF LOS ANGELES AND SANTA 
MONICA two Corrective Shoe Stores, Staple, Clean 


Stock. 


$20,000 handles. 
selling one. Write to: 


No bonus. May consider 
134 West Broadway, Long 


Beach, California; or Phone 72148. 








I1GH GRADE FAMILY SHOE STORE; 


Nationally 


Advertised Brands of Arch and Corrective Type 


Shoes. Located in Prosperous 
Business, Stock, Fixtures, etc. 


Wisconsin City. Lease, 
$17,000. Address 
hoe Recorder, 100 East 42nd 














FOR SALE 


FOR SALE 


LINE WANTED 








318 HARVARD STREET 





FOR RENT 


183 ESSEX STREET — — Corner of South Street, Boston 
Fireproof Building, in heart of Shoe and Leather District; 32,000 
square feet of space in units of 3,000 to 13,000 feet. Approx- 
imately 2,000 feet of corner street floor space. 

Immediate Occupancy 


Inquire: H. N. GORIN & LEEDER MGMT., COMPANY 


LO. 6-7010 or Your Own Broker. 


BROOKLINE, MASS. 


MANUFACTURERS 














R SALE: 30 UPHOLSTERED OPERA CHAIRS And 

Six Fitting Stools Suitable for Family Shoe Store 
Chairs in groups of _ Six Good Condition; Recently 
. C. A. LARSON & CO., 4728 
Lincoln Avenue, a ml 








Fe SALE: Family Shoe Store, Nationally advertised 

jines. 60,000 drawing population, good lease; 
$3,000 plus inventory — ‘Wilson's Hermosa’, 20 
Pier Avenue, Hermosa Beach, California. 





HELP WANTED 


Sree STORE IN PASADENA, CALIFORNIA, Choice 

Location in Rapidly Growing Neighborhood; Special- 
zing Ladies’ and Children’s Good Shoes. Best oppor- 
tunity in California for man with $10,500, which 
includes $9,000 perfect stock. All equipment; X-Ray 
Machine. Low rent; Good Lease. Further particulars 
DINN, 1294 North Hudson, Pasadena, California 





WANTED TO PURCHASE 











AVE OPENING FOR TWO SOBER, CAP- 

ABLE, AGGRESSIVE SHOE MANAGERS 
for Women’s Retail Shoe Departments and 
Exclusive Shoe Stores merchandising shoes 
$& to $25. Must be good salesman and know 
how to handle fast floor. Will give good 
proposition to earn good money to right party. 
Give full details in first letter regarding 
family status, earnings for last five years, 
each Sue pererete : also quote present salary. 
BRUM SHOES, INC., ain at Third 
Street, ‘oe Indiana. 





WANTED TO LEASE 





we TO LEASE SHOE DEPARTMENT, Ladies’ 

Apparel or Department Store. Experienced 
Operator. Address #£520, care Boot & Shoe Recorder, 
100 East 42nd Street, New York, WN. Y. 





OUNG EXECUTIVE, PRESENTLY EMPLOYED, in a 
Merchandising Capacity for a Large Shoe Chain 
Seeks Change, with Chance for Advancement. Address 
2523, care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 








WANTED TO PURCHASE 








WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 
YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 
New York City 
Phone BARCLAY 17-7887 





SELL YOUR JOB LOTS 
SAM CAMITTA & SONS 


9S Reade St., New York 13, N. Y. 
Feremest Shee Buyers Since 1906 
COrtiandt 7-6378-9 








TOP DOLLAR! 


FOR YOUR ODDS and ENDS, CLOSE. 
OUTS or COMPLETE STOCKS 


EDDY SHOE COMPANY 
Always Reliable 
46 Ne. 4th St. Phila. 6, Pa. 
Phone: LO-3-9533 





Midwest 
Representative 


Established Chicago, is 
looking for Reputable 
Manufacturer’s Medium 
Priced Women’s Line. 


Right connections, Well 
known. Car. Territories: 
Illinois, Indiana, Michi- 
gan, Wisconsin, Iowa, 
Minnesota. 


Commission basis. 


Address: Box 3509, care of Boot & Shoe Recorder, 
209 So. State Street, Chicago 4, Ill. 











UALITY SALESMAN AVAILABLE. The undersigned 

has had long years of experience in selling women’s 
high quality shoes. For some years he has thoroughly 
covered nearly all the Metropolitan cities in this 
country with the exception of the Pacific Coast. As 
far as grades are concerned, has been in the “Buick 
Class’’ for shoes and has a good following of better 
stores around the country. Will be interested in a 
quality line that is looking for a quality salesman 
Address Box 3501, care of Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, New York 





C’ALESMAN OF RESPONSIBILITY desires Prornote 

Reputable Line, Long Island Territory; Commission 
basis. JOSEPH SARNOFF, 10 Tuthill Place, Hunting- 
ton, Long Island 











WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Quality Shoes for Men, Women and 
Children. 

FOR CASH 
BROITMAN-GAFFIN SHOES, INC. 
147 Duane Street, New York 7, N. Y. 
Telephone BEekman 3-7290 








SPACE WANTED 


CHIROPODIST desires office in 
Shoe Department or Store in 
Southern California. Address: Box 
#515, care of Boot and Shoe Rec- 
order, 5410 Wilshire Blvd., Room 
307, Los Angeles 36, Cal. 





WANTED TO PURCHASE 








WILL PAY CASH 


For Stock, Stores, and Leases. Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 


Address Box 148, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, WN. Y. 











wie BUY MEN’S BRANDED SHOES, off price, for 

cash; Large or smal! lots; Prompt, confidential 
PAUL'S SHOES, 26 Kneeland Street, Boston, Massachu- 
setts. 





UVENILE SHOE STORE IN WEW YORK CITY, 
Preferably Bronx, Manhattan or Brooklyn. Partner- 
ship considered. Address 3505, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York, N. Y 











CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


93 READE ST. NEW YORE 13, N.Y. 
Telephose WOrth 2-2515 


Use X-RAY MACHINE, in Good Condition. State 
Make, Model, Price. Address 2507, care Boot 
& Shoe Recorder, 100 East 42nd Street, New York, 
N.Y. 
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HILDREN’S SHOE STORE, Located in New York 
City — Preferably Bronx, Manhattan or Brooklyn. 
Partnership considered. Address 3£513, care Boot & 
Shoe Recorder, 100 East 42nd Street, New York, WN. Y 
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WANTED TO PURCHASE WANTED TO PURCHASE 


MERCHANTS’ NEEDS 











BARIS BUYS for CASH 


Quality Shoes for Men, Women e stores 
and Children Short Term Leases Assumed 


Scrupulous Protection fase. (TM Due cu Mus bee a 


ARIS SHOE CO., Inc. 


New York 7, WN. Y. 






Tel.: WOrth 2-5180 





MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 
Discontinued stocks 


HARRY HESS 


76 Reide Street New York 7, N. Y. 
Telephene: WOrth 2-8961 


JOBS * CANCELLATIONS * CLOSE 
OUTS AND IRREGULARS FROM 
FACTORY SOURCES ONLY * FOR 
DETAILS WRITE P. O. BOX 805, 
SYRACUSE, N. Y. 














TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 
Convert into cash—any quantity 
Your Name Protected ... Write — Wire or Phone 
Reiiable Specialists in Fine Shoes for 15 Years 


M. K. WEIL SHOE CO. 


Central 4898 





1215 Washington Avenue—St. Louis, Mo. 











SSSSSSSSSSSSSSSS 
= TurnYourSurplusStock § 


5 $$$ Into Cash $ $$ § 


| g CLOSE-OUTS — JOBS — g¢g 
$ Complete Stocks — Govt § 
| g Surplus Footwear —Clothing ¢ 


$ WELDON SHOE & SLIPPER C0. $ 


$s 720 Fifth Ave. Pittsburgh 19, Pa. $ 
$ Phone ATiantic 0705 $ 


GET TOP VALUE 


In Selling Your 
® SURPLUS STOCKS or 
® COMPLETE STORE 


CAMITTA SHOE CO. | 


120 No. 4th St. Phita 6, Pa. 
Phone Lombard 3-2062 








Buy Savings Bonds 








MERCHANTS’ NEEDS MERCHANTS’ NEEDS 








All Shoemen should own an ALL PURPOSE SHOE STICK 


$2.95 P.P. SAVE SALES 
Easy to Use for all types 
of shoe stretching on men’s 
women’s and children's 


; shoes. 
room 204 Guaranteed for All Time 


a2e w. main st. ALL PURPOSE SHOE STICK CO. rocxrorp, i.11mo1s 














Other Brezner agents are located 
geographically to cover leather and 
shoe activities in all shoemaking sec- 
tions of the United States and Canada. 


Agent Appointed by 
N. Brezner & Co. 


Boston—N. Brezner & Company of 
Boston have appointed a new agent to 
handle their line of upper leathers in 
Ohio and Western Pennsylvania. The 
new agent is Gordon A. Brawley and 
Associates whose Ohio address is 80-84 
West Main Street, Columbus, and whose 
Pennsylvania address jis 214 Broad 
Street, Harrisburg. 





Zephyr Shoe Co. Moves 


Philadelphia, Pa.—Zephyr Shoe Com- 
pany recently moved to their new and 
larger location at 58 N. 4th Street, 
here. The space was formerly occupied 
by the Bett Shoe Co. 
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Handy, durable clamp for 
displaying pairs in many po- 

sitions. No display stand $g-0° 
needed. Price per dozen 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 











NEW ADJUSTABLE 
Price ticket 
Poy Cup 


remains in 
for Price Tickets 


desired posi- 
Gi 


tion at all 
times. 

/ 
u 







This is an ex- 
clusive pat- 
ented feature. 
$5 gross 
$2.75 
half gross 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 
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—here’s how to get 


More Business! 


HE Vincent Edwards Idea Clipping 
Service has over 2,000 satisfied users. 
Each order filled according to what 

you want; wholesalers usually request best 
retail ads; manufacturers usually want ads 
of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 


Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course 


VINCENT EDWARDS & CO. 


World’s Largest Advertising Service 
ganization 


342 Madisen Ave., New York City 
Please tell me more about your news 
paper ad clipping service and special short 
term trial offer 
Name 
Company 


City . 











Boot and Shoe Recorder 















Feature and display Allen Edmonds 
and “ProStance” 


shoes, advertised during May in 


“Driver” golf 







Esquire, Time, True, Holiday and 






Newsweek. Send for arresting dealer 







mats, counter and window cards to 


tie-in with this big national promo- 






tion. 







Remember these exclusive features insure 
steady repeat business. 
U-Turn Flexibility 










1. Allen Edmonds matchless 
comfort. 
2. Allen Edmonds’ special Nailess Osteo-path-ik Construction 
. eliminates breaking-in. 
3. Allen Edmonds’ unique STOCK PLAN 
multiplies turnover, pyramids profits. 


assures 








cuts inventory, 
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/ 33 Styles ALWAYS IN-STOCK! 
¥ 
ss ; YES. IT'S ETONK( for America’s first styling for America’s 
4 ' 
: it finest fic! And it’s Etonic again elem eomileliaeelicietieiitameaice 
Reet profit plan ever offered by shoe company! If you're interested in 
, scientihc buying in automatic weekly re-sizing in America’s 
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’ : 
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SIMPLEX’ 


little Flexies for big occasions 
are quality styled 


in 








Smart children’s shoe manufacturers 
like Simplex invariably use Colonial 
Patent Leather because it’s so 
pliant and easy to work . . . and 
always gives shoes fine appearance 


plus plenty of good wearing quality 


» ~ 
A ‘ 
VA 
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Colonial Tanning Company, Inc. 


Boston 11, Massachusetts | 









Because 





“They've Got What It Takes” To Please Most Kids 
GERBERICH 4 Still America’s Most Popular Boys’ Shoes 












HERE are two examples o} 
Gerberich styling. They illustrate 
the comprehensive size run of 
Gerberich-Payne Shoes. With them 
you can sell boys of every age from 
kindergarten through high school, 
and assure customer loyalty for 
your men’s business in years to 
come. 


STYLE No. 362 


White Elk with Smooth Tan 
Apron and Back Stay 

Renown Last 

Rubber Soles and Heels 

BOYS’ SIZES 1 to 6 

BIG BOYS’ SIZES 6% to 11 

WIDTHS A te D 





MOST American boys like to “slick up on occasion” and when 
they do they want shoes that are styled correctly. Working, as 
we do with top flight retailers in the boys’ style game, we are 
able to pass on to other Gerberich-Payne Dealers the benefit of 
their broad experience. That’s why Gerberich’s have just what 
it takes to please these kids. No wonder “they’re America’s most 


popular line of boys’ shoes.” 
| ee 
——.. 














STYLE No. 2403 


Brown Oslo Grain 

Antique Finish Toby Last 

Reinforced Red Rubber 
Soles, with Bevel Heels 

BOYS’ SIZES 2 to 6 

BIG BOYS’ SIZES 6%, te ll 

WIDTHS A to D 








